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WASHINGTON—An “Over 40 

reakfast” for persons who have been 
in the life insurance business for 40 
years or more will be an innovation at 
this year’s annual convention at Na- 
tional Assn. of Life Underwriters, to 
be held Sept. 24-29 at Denver. The 
breakfast will be at 7:30 a.m. Tuesday, 
Sept. 26, in the Spruce Room of the 
Denver Hilton Hotel. 

Robert W. Frye, Northwestern Mu- 
tual, Denver, the convention commit- 
jee chairman, said he hopes the event 
will become an annual convention tra- 
dition. The “pilot” venture will be at 
NALU expense and will be under the 
chairmanship of Herbert J. Baum, Pro- 
tective Life, Birmingham, who, Mr. 
frye said, has probably attended more 
NALU conventions than anyone in 
the association’s 71-year history. 

Here is the timetable just released 
by NALU: 

Friday, Sept. 22: 12:15 p.m., NALU 
board of trustees luncheon, followed 
by meeting; 8 p.m., executive secre- 
taries “early bird” session. 

Saturday, Sept. 23: 9 am., NALU 
board of trustees; executive secretar- 
ie’ workshop; American Society of 
CLU directors; 12:15 pm. NALU 
board-executive secretaries luncheon; 
1 pm., NALU board-executive secre- 
taries’ dinner; 8:30 p.m., Women Lead- 





International Claim 
Assn. Annual Meeting 
Program Is Completed 


The program has been completed for 
the annual meeting of International 
Claim Assn. at White Sulphur Springs, 
W. Va., Sept. 17-20. 

Registration will begin on Sunday. 
The business meeting the following 
day will open with the presidential ad- 
dress by Herman H. Bijesse, 2nd vice- 
president of Guardian Life. Other 
speakers that day will include John L. 
Cameron, president of Guardian Life, 
who will discuss the continuing need 
for personal contact between insurers 
and policyholders in the face of auto- 
mation, and Dr. Charles P. Bailey, 
thairman and professor of surgery of 
Flower and Fifth Avenue Hospitals, 
New York, who will describe the evo- 
lution of cardio-vascular surgery. 

On Tuesday there will be two work- 
shops—one on group insurance with 
Edmund W. Sours, claims secretary of 
Aetna Life, as chairman and the other 
on health insurance, headed by Doug- 
las N. Morrison, assistant claims secre- 
tary of Aetna Life. 

Also on Tuesday there will be 
speeches by Thomas R. Reid, civic and 
governmental affairs manager of Ford 
Motor Co., speaking on the need for 
participation by business men in com- 
munity activities, and Sylvester C. 
Smith Jr., general counsel Pruden- 
tial, discussing modern law practice. 
A workshop on health insurance on 
Wednesday will have as chairman 
Fred R. Gibney, associate general 
Manager of Prudential. Election of of- 
ficers will close the meeting. 
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Timetable Of Events For NALU 


Denver Convention Is Announced 


ers Round Table executive committee 
meeting. 

Sunday, Sept. 24: 9 am., NALU- 
Million Dollar Round Table executive 
committees breakfast; American Soci- 
ety of CLU regional new candidate 
committee breakfast; 10 a.m., NALU 
foundation committee, American So- 
ciety of CLU executive committee, 
MDRT Foundation and executive com- 
mittee; 12:30 p.m., MDRT Foundation 
luncheon; 1:45 p.m., Women Leaders 
Round Table “Sellarama’’; 3 to 5 p.m., 
“getting acquainted” reception and 
tea; 8:30 p.m., WLRT annual meeting. 

Monday, Sept. 25: 7:45 am., NALU 
“early bird” breakfast; 9 am., NALU 

(CONTINUED ON PAGE 17) 


Senate Passes NSLI 
Bill Providing For 
Reopening Of Sales 


WASHINGTON—The_ Senate has 
again passed the so-called Long bill to 
reopen National Service Life Insur- 
ance for two years to veterans who 
served between Oct. 8, 1940, and April 
24, 1951. 

This proposal, as an amendment to 
a House bill permitting conversion of 
NSLI policies to a new modified life 
plan, received Senate approval by vote 
of 50 to 18. 

The Senate thereupon voted to in- 
sist upon its amendment, and ap- 
pointed as conferees to meet with 
House representatives, Chairman Byrd 
of the finance committee, and Senators 
Long, Kerr, Smathers, Williams and 
Carlson. 

The bill permitting NSLI conversion 
to a new modified plan previously 
passed the House without the Long 
amendment. That provision, in another 
legislative measure, has been lying on 
the speaker’s table for some time. Rep. 
Teague of Texas, chairman of the vet- 
erans affairs committee, is opposed to 
the Long proposal in any form and has 
refused to call it from the speaker’s 
table for consideration on the floor. 





Paul Martin Favors 
Change In Election 
Procedure Of NALU 


Paul E. Martin, manager for Metro- 
Politan Life at Lexington, Ky., writes 
as follows in response to the invitation 
extended in the editorial in the Aug. 
26 issue of The National Underwriter 
asking for views on the subject of 
changing or retaining the present 
NALU election procedure: 


Your editorial comment in THE Na- 
TIONAL UNDERWRITER of Aug. 26 deals 
with a matter which I have been very 
much interested in and _ concerned 
about. I wrote to you several months 
ago expressing my feelings about the 
manner in which we elected our trust- 
ees, and you were kind enough to car- 
ry a summary of my comments in the 
Underwriter. 


Attempted To Arouse Interest 


I have for some two or three years 
been attempting through a committee 
of which I was a member, headed by 
Secretary Dave Blumberg of NALU, 
to arouse sufficient interest to change 
this outmoded method which in my 
opinion is hampering the progress of, 
and interest in NALU. I am pleased 
to state that seemingly there is a real- 
ization on the part of our present 
elected officers, as well as Lester 
Schriver, our executive vice-president, 
that we must bring about a change for 
the good of the organization, for many 
of our fine insurance men refuse to 
enter into a campaign realizing the 
type of political situation they must 
become: involved in, especially during 
convention week. It seems to me that 
our time and energy could be directed 
to a more worthy cause and especially 
one more dignified and in keeping 
with the greater ideal of our business. 

I have some ideas as to how we 
might go about election of trustees on 
an area or zone basis, and I do not 
believe this would create any problem 
so far as decision on method is con- 
cerned. It is my feeling that we cannot 
afford to ignore this matter and expect 
to have the backing of the rank and 

file of life insurance men. 





The first policy 
issued by Great 
American Life of 
New Jersey, life 
subsidiary of the 
fire and casualty 
company, Great 
American, is pre- 
sented to William 
L. Dommerich, a 
director of both 
the life company 
and the parent, 
center, by William 
E. Newcomb, 
chairman of the 
life subsidiary. At 
right is Roy A. 
Foan, Great Amer- 





ican Life vice-president. Mr. Dommerich and various members of his family 
have served on the parent company’s board during its entire 90-year history. 


The newly-issued life policy will cover still another generation of the family— 


John W., Mr. Dommerich’s 12-year old son. The life company has temporary 
home office quarters in East Orange and has acquired a large tract of land in 
the same town, on which it will erect a Georgian style home office building. 


Program Partially 
Completed For ALC 
Annual Conclave 


T. Nelson Parker 
Will Be Speaker 
At Opening Session 


The program for the general sessions 
and Combination Companies Section 
luncheon meeting has been completed 
for the annual meeting of American 
Life Convention, Edgewater Beach Ho- 
tel, Chicago, Oct. 9-13. Programs for 
the Legal, Agency and Financial sec- 
tions are not yet available. 


Haakenstad Will Preside 


Otto Haakenstad, president Western 
States Life and president of ALC, will 
preside at the opening general session 
on Wednesday morning and also give 
his annual report. W. Lee Shield, ALC 
executive vice-president, will open this 
meeting. Also at this session, T. Nelson 
Parker, Virginia commissioner and 
president of National Assn. of Insur- 
ance Commissioners, will speak, as will 
Prof. Robert M. Clark of University of 
British Columbia, Vancouver, who will 
discuss “Approaches to Old Age Se- 
curity in Canada, the United Kingdom 
and the United States.” 

The Thursday general session will 
include talks by W. Rankin Furey, 
president Berkshire Life; Abram T. 
Collier, vice-president and _ general 
counsel John Hancock, who will discuss 
“Conflicts of Interest in the Glass 
House Age,” and Walter N. Judd, U. S. 
Congressman from Minnesota, “Impact 
of World Events Upon American Busi- 
nessmen.” 


Three Speakers Named 


This general session will resume in 
the afternoon and will have three 
speakers: Dr. Ancel Keys, director Lab- 
oratory of Physiological Hygiene, Uni- 
versity of Minnesota; Roger Hull, pres- 
ident Mutual of New York, and Hobart 
Rowen, business trends editor News- 
week magazine. 

The Combination Companies Section 
will hold its traditional luncheon meet- 
ing Wednesday, and the Executive 
Committee session will follow in the 
afternoon. 

In the main, the over-all scheduling 
of sessions will follow the pattern of 
previous years. The Legal Section will 
open the meeting on Monday and its 
considerations will run through that 
day and the next. The Agency Section 
will meet all day Tuesday. Following 
its usual custom, the Financial Section 
will meet on Friday. 

Commercial Union, Pennsylvania, 
and Valley Forge Life have joined 
Health Insurance Assn. 


Report On NIA’s 
Washington Annual 
Begins on Page 13 
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Fluegelman Opposes No-Contest 
Procedure For NALU Elections 


David B. Fluegelman, general agent 
for Connecticut Mutual Life in New 
York City and a 
past president of 
National Assn. of 
Life Underwriters, 
would like to see 
the traditional sec- 
onding speeches 
for NALU nomin- 
ees moved up to 
the time of nom- 
ination, instead of 
being given two 
days later, just be- 
fore the election, 
“when most voters 
have made up their minds,” but other- 
wise he opposes any major change in 
the present election system, especially 
in the direction of no-contest elections 
in which the official slate is elected 
routinely. Mr. Fluegelman’s letter, 
written in response to the invitation 
extended in The National Underwriter 
editorial of Aug. 26, follows. 


Your editorials are always interest- 
ing and stimulating, and the one in 
the Aug. 26 issue commenting on 
NALU nominating procedure is par- 
ticularly provocative. Since you solicit 
opinions, I am impelled to give you my 
point of view. 

It is difficult to comment on a mat- 
ter of this nature because, of necessity, 


North Central Co. And 
W. Va. Holding Company 
Plan Affiliation 


Directors of North Central Co., the 
St. Paul holding company for insurance 
and mutual fund companies, and West 
Virginia Insurance Management Corp., 
Huntington, a holding company for in- 
surance and finance subsidiaries, have 
given approval to an affiliation agree- 
ment. The proposed arrangement 
would make possible an exchange of 
management knowledge and cooper- 
ation in sales activities. The proposal 
is to be voted on by the stockholders 
of both companies. 





David B. Fiuegelman 





Will Acquire 1,700,000 Shares 


Under the agreement, North Central 
will acquire 1,700,000 shares of the 
West Virginia company’s authorized 
but unissued stock, representing a 57% 
interest in that company for an in- 
vestment of approximately $2,500,000. 
West Virginia Insurance Management 
Corp. includes West Virginia Life, 
West Virginia F.&M. and WIMCO 
Credit Corp. The life subsidiary has 
insurance in force totaling about $20 
million. 

North Central Co. was organized last 
year by management of North Central 
Life as a parent company for varied 
insurance operations and mutual 
funds. North Central Co. has organized 
North Central Financial Planning 
Corp. (a mutual fund sales organiza- 
tion) and has assumed management of 
Maine Fidelity Life and Wall Street 
Planning Corp. of Boston, which has 
exclusive distribution of systematic in- 
vestment programs in the Wall Street 
Investing Corp., New York. North Cen- 
tral is to make a stock exchange offer 
to stockholders of Maine Fidelity and 
is negotiating for purchase of Wall 
Street Planning Corp. 


it must involve personalities. I want 
to make clear that I have a high re- 
gard for the current nominating com- 
mittee. The chairman has been a per- 
sonal friend of mine for many years, 
and every member of the committee 
is one of my friends. My comments 
are of a purely objective nature and 
in no sense should be construed as a 
criticism of the actions of the present 
committee. 

In theory, the idea of a nominating 
committee whose slates are accented 
without contest except in very extreme 
situations may seem to make sense. 

(CONTINUED ON PAGE 19) 


Lincoln Income Life 
Set Up VA Subsidiary 


The Kentucky department has ap- 
proved articles of incorporation for 
Lincoln Annuity Life of Louisville. 
The company is a wholly-owned sub- 
sidiary of Lincoln Income Life of Lou- 
isville. Lincoln Annunity will engage 
in issuing insurance contracts on a 
variable annuity basis. Initial assets 
will be $400,000, composed of $200,000 
capital (2,000 shares at $100 each) and 
$200,000 paid-in surplus. 

Lincoln Annuity becomes the second 
subsidiary formed by Lincoln Income 
Life in the past year. The first was 
Lincoln Fire & Casualty. 





Texas Board Receives 


Increased Appropriation 


AUSTIN—A two-year increase of 
$725,272 in the appropriation for oper- 
ations of the Texas Board, making a 
total of $5,150,182, has been approved 
by the state legislature. In other ac- 
tion, board members have been placed 
on a full-time salary basis, and certain 
discretionary powers in hiring em- 
ployes have been extended. 

The appropriation makes a lump 
sum for wages and salaries, but does 
away with the old restrictive “line 
item” method in favor of the new job 
classification system. It also makes 
possible a decentralization plan for the 
board’s traveling employes with head- 
quarters away from Austin, thereby 
reducing traveling expenses. 

Under the bill the board will have 
headquarters during the second year 
of the biennium in the new Insurance 
Building now under’ construction, 
where it will have twice the space 
now being used and at a substantial 
saving in rent. 


Ind. Holding Company 


Seeks 5 More Insurers 


INDIANAPOLIS—Life & Finance 
Companies Inc., an insurance holding 
company, has launched a multi-million 
dollar program to gain control of at 
least five more Indiana insurance com- 
panies, John McGurk, president, has 
announced. He said negotiations have 
been started for purchase or merger 
with three life companies and two 
casualty companies. Life & Finance 
merged Crown National Life with 
Great Fidelity Life in 1959, and then 
gained control of Wabash Fire & Cas- 
ualty. Mr. McGurk said his goal is to 
turn low-profit or no-profit operations 
into “substantial profit makers while 
providing topflight insurance coverage 
to more policyholders.” 


400 To Be On Hand For 
Underwriters Institute 
Annual; Program Set 


Some 400 members and guests are 
expected to attend the 25th annual 
meeting of Institute of Home Office 
Underwriters in New Orleans, 
18-20. 

The meeting will open with a talk 
by Dr. Alton P. Ochsner, founder of 
the Ochsner Clinic in New Orleans 
and a director of American Cancer 
Society, who will discuss cancer treat- 
ment. He will be followed by the pres- 
idential address given by John D. 
Rockafellow, director of underwriting 
of Pacific Mutual Life. Emmett Rus- 
sell Jr., vice-president of Life & Cas- 
ualty will also speak the first morning. 
Mr. Russell was the institute’s first 
president. The afternoon will be given 
over to a series of technical forums, 
the subjects of which will include issue 
costs, new business methods, finances, 
persistency and insurable interest. 


Tuesday’s Program 


On the second day, the morning will 
be devoted to clinic discussions of un- 
derwriting problems in ordinary life 
insurance. The election of officers will 
follow. During the afternoon, Russell 
L. Wagner, vice-president and actuary 
of National Life & Accident, will dis- 
cuss the proposed Commissioners’ 1961 
Standard Industrial table and its effect 
on underwriting weekly premium life 
insurance. The balance of the day’s 
program will consist of a panel on un- 
derwriting and issuing monthly and 
weekly premium life insurance. 

On the final day, there will be a talk 
on aviation by Harry F. Gundy, vice- 
president underwriting of Sun Life of 
Canada. The meeting will close with a 
panel discussion on competitive un- 
derwriting, military and high sub- 
standard insurance. 


W. M. Ritter, president Preferred 
Risk group, has been elected a di- 
rector of Investment Policies of Min- 
neapolis. Investment Policies provides 
mutual investment programs for life 
companies, which distribute the funds 
through their own sales organizations. 
Preferred Risk has been associated 
with Investment Policies for two 
years. 


Oct. © 


September 9, | Septem 


Agenda Announced 
For NFC Annual 
At Cincinnati 


National Fraternal Congress 
hold its 75th annual meeting Sept, 
27, Netherland Hilton Hotel, Cingj 
nati. The first day, Sunday, the F 
ternal Activities Assn. will meet 
the afternoon and evening. This jg 
new association within the man 
faceted structure of NFC and 
formed last year at the annual m 
ing in Montreal. 

Monday’s activities begin with 
traditional press and public relatj 
section breakfast and meeting, 
that day there will be meetings 
Fraternal Actuarial Assn., the 
taries and presidents sections and 
first general session. That evening 
75th anniversary celebration receptiq; 
and dinner will take place, courtesy, 
Aid Assn. for Lutherans. 

Tuesday’s program includes meg. 
ings of the youth counselers, actuarig 
law, medical, field managers, taj 
fraternal congresses and _ investmer 
sections. Also meeting will be ty 
nominating, resolutions and _ reports 
committees, and there will be a pay 
presidents luncheon. The NFC bap. 
quet will be held that evening. 





Talk On National Purpose 


The second and final general se 
sion will be held Wednesday and wil 
include the various committee report 
election of officers and a talk on “Th 
National Purpose of the United State’ 
by Charles P. Taft, former mayor ¢ 
Cincinnati. 

The first general session speake 
will be John A. Lloyd, president Unin 
Central Life, and greetings will k 
brought by Superintendent E. A. Sto 
well; Walton H. Bachrach, mayor of 
Cincinnati; Ida R. Busch, president 
Ohio Fraternal Congress, and Clarence 
G. Steinwedel, president Canadian 
Fraternal Assn. 

At the press and public relation 
section meeting, Robert Otto, Cincin 
nati public relations counselor, wil 


(CONTINUED ON PAGE 23) 
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age on the bread winner. 


The first “Mother’s Family Protector’ was issued Aug. 24 to Mrs. John 5 


Franklin Life has launched a new policy, “Mother’s Family Protector.” Tt 
contract features substantial reducing term to 65 protection on the mothe, 
and $1,000 level term to age 22 on each child. It is designed to meet the 

for mother or wife insurance in families which already own considerable cove" 








Smith, wife of John E. Smith, midwest sales director of Franklin. She 
pictured receiving the contract from assistant vice-president Henry J. Merri# 
who heads Franklin Life’s new business department. Witnessing the polit 
delivery, in addition to Mr. Smith and their 3 sons, is vice-president Willa] 


D. Clements. 
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Communications To Be Theme Of 
LAA Annual Meeting At Dallas 


“Communications the Variable 
Constant” will be the general theme 
of the annual meeting of Life Insur- 
ance Advertisers Assn. to be held 
Sept. 20-22 at Dallas. About 400 ex- 
hibits covering advertising, public re- 
lations, sales promotion materials, and 
employe communications, will be on 
display. At the final session Loflin E. 
Harwood, Great American Reserve 
Life, chairman of the awards commit- 
tee of LAA, will present awards of ex- 
cellence to the winners, whose exhibits 
will be shown later this year at the 
LIAMA meeting in Chicago. 

On Wednesday morning, Sept. 20, a 
seminar on campaigns, contests and 
conventions will be a pre-convention 
highlight. Dan C. Williams, president 
of Southland Life, will welcome par- 
ticipants to Dallas. Travis T. Wallace, 
chairman of Great American Reserve, 
will then talk on the use of imagina- 
tion in communications. The afternoon 
business session will have John A. 


Buckley Jr., Guardian Life, as modera- 
tor, 

After a talk by William A. Dobson, 
vice-president, Opinion Research Corp., 
Princeton, N.J., there will be a panel 
discussion by Harold U. Banks, Sun 
Life of Canada, Joseph M. Locke, Gulf 
Life, Hess T. Sears, Equitable of Iowa, 
and H. Dixon Trueblood, Occidental 
Life of California. 


Neiman-Marcus Head To Speak 


On Thursday, Douglas Johnson, Mu- 
tual Benefit Life, will be moderator. 
Speakers will be Stanley Marcus, pres- 
ident of Neiman-Marcus, John I. Lip- 
pincott Jr., Northwestern Mutual, and 
the following panel speakers: Douglas 
J. Alspaugh, Aetna Life, John P. Brion, 
Mutual of New York, John Moyler Jr., 
Life of Virginia, and William A. Ne- 
ville, Great-West Life. There will fol- 
low a report from John L. Briggs, 
Southland Life, LAA president, and 
the report of the exhibits committee 








Step 


TERM PLAN. 


The face amount stairsteps upward each year until, 
at the end of a 10 or 15 year period, double the 
original amount is ready to convert to a 


permanent plan. 


Although the coverage grows, the premium stays 


the same! 


(No evidence of insurability needed for the 
automatic increase, or the conversion. ) 


Your up-and-coming prospect plans to be worth 
more tomorrow than today. He needs insurance to 
grow with him. (Business values are ballooning, 
too. Owners are showing new interest in insurance 
that grows with these values. ) 


Increasing Term does just that. Ask us for details. 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles / Earl Clark, C.L.U., Vice President 


...the worth of your young prospect will increase. 


Step by step you can match his increasing value— 
automatically—with Occidental’s INCREASING 


We pay Lifetime Renewals...they last as long as you do! 
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given by Chairman Harwood. 

The agent as the hub of advertising 
operations will be the subject of a 
speech by Kenneth B. Skinner, vice- 
president and agency director of 
Southland Life and president of 
LIAMA. At the afternoon session Ron- 
ald Jones, Kansas City Life, will pre- 
side, 
Woodmen Accident & Life, will talk on 
jargon and communications. 

On Friday Lawrence O. Aasen, New 
York Life, will preside. J. Erik Johns- 
son, chairman of Texas Instruments, 
and James F. Chambers Jr., president 
of the Dallas Times Herald, will speak 
on public relations. Officers will be 
installed and the report of the resolu- 
tions committee will be made. The fi- 
nal speaker of the meeting will be 
Charles E. Gaines, director of the In- 
stitute of Insurance Marketing, South- 
ern Methodist University. 

Richard L. Hindermann of Pan-Am- 
erican Life is general chairman of the 
annual meeting. The program chair- 
man is Robert A. Adams, Provident 
Mutual. 


Should Women Smoke At Desks? 
Gen. American's Girls Vote ‘No’ 

Should women smoke at. their 
desks. This burning question has re- 
ceived a resounding “no” vote—by the 
women employes themselves—at Gen- 
eral American Life. Putting the ques- 
tion to a vote resulted in a two to one 
margin against smoking. Most of those 
voting against smoking, however, 
noted on their ballot that they did 
not smoke themselves. About 20% of 
the “no” voters said they did smoke. 
Company President Frederic M. Peirce 
said he felt the women employes ev- 
idenced their belief that a certain seg- 
ment of the public in the St. Louis 
area still regards it as unseemingly for 
a woman to smoke at her desk during 
business hours. 


Mutual Savings Life of Alabama has 
made J. E. Rudd assistant manager of 
its southern division. Succeeding him 
as manager at Elba, Ala., will be C. W. 
Baker. 


and E. J. Faulkner, president . 


















































Martin B. Williams, executive vig. 
president of Life Insurers Confereng 
left, entertains a visitor from the Phi. 
ippines—Mauro Blardony, manager y 
the industrial life department of hp. 
sular Life, Manila, who is visitiy 
Richmond to study the weekly pr. 
mium and combination operations y 
life companies in that city. The staff ¢ 
LIC is coordinating and planning \, 
Blardony’s itinerary while he is in th 
Richmond area. His tour has included 
visits to the home offices of Life 4 
Virginia, Union Life, and before 
Peninsular Life and Independent Lit 
& Accident, both at Jacksonville, Fh, 
and National Life & Accident, Nas 
ville. 














G. Weldon Johnson has become: 
member of the Indianapolis law fim 
of Hilgedag & Noland, and the nev 
name is Hilgedag, Noland & Johnson 
Mr. Johnson is executive secretary of 
Indianapolis Life Underwriters Asm, 
Indiana Life Underwriters Assn. ani 
General Agents & Managers of Inii- 
anapolis. 




















INVESTING IN 








GROWTH POSSIBILITIES ? 









Hb c= pak-1 el e-laler=) 
Investors, Inc. 











...a@ mutual fund which invests its assets 





exclusively in the stock of companies en- 





gaged in the life insurance business in the 
United States and Canada. The objective of 
the fund is possible capital appreciation 
rather than current income. , 


SEND FOR FREE PROSPECTUS 











Capital Planning Services, Inc. 
Third National Bank Building 






Nashville, 


Tennessee 
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") To sales-conscious, profit-minded management 
id alert to changing times, markets, methods... 
we offer: 
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Uy yp 
for complete details telephone 


ALpine 5-6456 - TWX-NV 293 


OR WRITE 1030 THIRD NATIONAL BANK BUILDING - NASHVILLE, TENNESSEE 





Regulations of The Securities & Exchange Commission relating to Mutual Fund 
advertising and literature prevent us from giving any definite information 
concerning our Fund, our Plan, or even our name in this advertisement. 


We are permitted to give to you directly full information and explanation. 











| This is neither an offer to sell nor a solicitation of an offer to buy any security 
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98% Of Union Pacts In Labor Department 
Survey Include Life Insurance Benefits 


Over 98% of 300 major collective 
bargaining agreements recently sur- 
veyed by the U.S. Department of La- 
bor provide for life insurance benefits 
with a widening range of flexible pro- 
visions. The survey includes 4.9 mil- 
lion workers in manufacturing and 
non-manufacturing industries, both 


40% of the work force covered under 
collectively bargained health and wel- 
fare plans. 

“This survey reveals that life in- 
surance continues to play an expand- 
ing role as a key factor in collective 
bargaining,” said Institute of Life In- 
surance in reporting on significant 
trends in the survey. 






HieNATIONAL UNDERWRITER 


group life contracts are such improved 
features as more liberal coverage for 
workers and their families, with the 
amount geared to earnings, life in- 
surance for retired workers and cov- 
erage maintained on workers who 
have been laid off. 


Only Five Had No Coverage 


Of the total collectively bargained 
plans covered in this survey, 295 pro- 
vided for life insurance, and only five 
had no life insurance provision. One 
of those five plans covered the non- 
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since the completion of the survey, in. 
Stalled one of the largest private 
group life plans in existence. 

The survey points out that an in. 
creasing proportion of plans, especj- 
ally those negotiated with single em- 
ployers, relate insurance coverage to 
salary, with the amount of protection 
generally averaging more than the an- 
nual wage. Multi-employer contracts 
usually provide uniform, flat amounts 
of life insurance coverage and the 
survey shows that this coverage aver. 
ages less than a year’s salary. 


single and multi-employer groups. The 


number of persons represents about Built into a growing number of operating railroad employes who, 


Considerable Gain Reported 


















There’s 
only 


ons 
Jimmy... 


and only one yoy 


: around 
x And only one family that wraps iteelf 

~ families—are exactly like yours. What you 
want for them isn’t the same as others want 
for their families. Your income, your aims and 
your needs are not the same as those of the 
fellow next door. 

That's why Connecticut Mutual Life believes 
in pti individual life insurance programs 
for each family. There's a CML man pear you. 
He'll be glad to help you analyse your nests 
for family protection and retirement 


your 


Strength » Service - Flexibility 
i $24 years, has | 
Consectiont Mutual Laie. in business: — 
affives Tram epant te cma ie in owned by te police 
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Connecticut Mutual Life 


ENGUKARCE COMPANY + PARTE 
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Millions see these messages 


These are full-color illustrations of appealing children in the midst of 
some recognizable family experience. The text tells the story to family 
heads that life insurance gives the greatest benefits when individually 
fitted by a competent agent. 

That’s the message that America’s best prospects see again and 
again in CML’s national advertising in Time and Newsweek. 


Connecticut Mutual [Life 


INSURANCE COMPANY * HARTFORD 











Close to two-thirds of the group life 
plans provide insurance coverage for 
retired workers, a considerable gain 
over the 51% reported in a similar 
Department of Labor survey made in 
1955. Only 7% of the plans provide 
the full amount of insurance to work. 
ers during their retirement period, 
and 5% maintain the full. protection 
for a set period after retirement, gen- 
erally one year, then reduce it. 

About two-thirds of the group life 
plans providing benefits for retired 
workers reduce the coverage at retire- 
ment and maintain the reduced level 
in effect until the retired worker dies, 
Also 15% of the plans have a gradual 
reduction, lowering the amount peri- 
odically, until a set minimum level js 
reached. 

In 57% of the plans surveyed, the 
employer or employers pay the entire 
cost of group life coverage. The re- 
maining plans were jointly financed by 
workers and employers. In 10% of the 
plans, the employers pay a basic 
amount and individual workers had the 
option to take out additional coverage 
which they pay for themselves or 
which was jointly provided. 


Continue For 30 Days 


All group life plans written by in- 
surance companies automatically con- 
tinue life insurance protection for at 
least 30 days if workers are laid off 
the job. About 60% of the plans con- 
tinue the protection for a longer pe- 
riod, while one out of five of these 
plans provide continued coverage be- 
yond six months. One method of con- 
tinuing group life coverage during lay- 
off is for the employer to pay the cost 
of protection during the first six 
months of layoff, with the worker pay- 
ing the cost after six months at the 
group rate up to a period of an addi- 
tional 18 months. 

Only 3% of the plans surveyed pro- 
vide dependent coverage for the spouse 
and dependent children of workers. 
The majority of these plans have been 
negotiated during the past few years. 


21,000 Insured In Fatal 
Car Accidents By Midyear 


Motor vehicle fatalities in the first 
half of 1961 resulted in 21,000 life 
insurance death claims, a 2,000 decline 
from the toll of a year ago, according 
to Institute of Life Insurance. The 
figure still reflects an annual toll 
which would approximate the aggre- 
gate battle deaths of the U.S. armed 
forces in the three years of the Kor- 
ean War, the institute noted. The 


amount of death benefits paid under 
these traffic claims in the half year 
was $66 million, some $4 million more 
than in 1960. 
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tHe KLOPP co. 
10th & Douglas - Omaha, Nebr. - 342-4955 























Septe 


Ins 
Bid 
As 


Car‘ 
Trade 
follow 
stocks 
the bit 
ket at 
Dec. 3 

Last 
in the 
which 
pound 
was Ppt 
ern Li 
have b 


Hartfo 


Hart 
casualt 
man’s | 
spell « 
shares 
Insura! 
treatin; 

Cont: 
mand ; 
vanced 
surance 
ing 8 p 

Conn 
Travele 
tional v 

Gulf 
2 point 
ground 
continu 

Amer 


seven pi 





Continent: 
Corroon & 
Criterion 
Crown Li 
Crum & | 
Eagle Fir 
Eastern L 
Employers 
Employers 
Farmers [ 
Federal . 
Federal Li 
Fidelity B 
Fr.& D.. 
Fireman’s 
Franklin | 
General A 
General F 
Glens Fal 













Great Am. 
Great Sou 
Great-West 
Gulf Ins. 












or 9, 196) 


urvey, in. 
t private 


at an in. 
S, especi- 
ingle em. 
verage to 
protection 
in the an- 
contracts 
; amounts 
and the 
age aver. 


sroup life 
erage for 
ible gain 
a similar 
made in 
3 provide 
to work- 
; period, 
rotection 
ent, gen- 


roup life 
' retired 
it retire- 
ed level 
ker dies, 
gradual 
int peri- 
level is 


yed, the 
le entire 
The re- 
anced by 
Yo of the 
abasic 
had the 
overage 
Ives or 








Septemver 9, 1961 


Insurance Stock 
Bid Prices Shown 


As Of August 31 


Cartwright, Valleau & Co., Board of 
Trade Building, Chicago, submits the 
following quotations on _ insurance 
stocks. The prices that are shown are 
the bid prices in the professional mar- 
ket at Aug. 31, along with those of 
Dec. 30, 1960, and June 30, 1961. 

Last week plus signs predominated 
in the insurance issues. Postal Life, 
which had long been in the doldrums, 
pounded up through 30 to 38 bid. This 
was perhaps in sympathy with East- 
ern Life, which proved so recently to 
have been a real sleeper. 


Hartford Fire Up 


Hartford Fire stood out in the fire- 
casualty list, up nearly 5 points. Fire- 
man’s Fund recovered from its sinking 
spell due to an offering of 49,500 
shares and was 63 bid Aug. 31. Federal 
Insurance also came back after re- 
treating on an offering of 53,500 shares. 

Continental Casualty came into de- 
mand after a resting period and ad- 
vanced 4 points to 108. General Rein- 
surance kept on its upward path, gain- 
ing 8 points at 170. 

Connecticut General, Aetna Life and 
Travelers were easier. Lincoln Na- 
tional was up. 

Gulf Life rebounded after a recent 
2 point drop and reached new high 
ground at 364% bid. American National 
continued strong and got up to 15%. 

American General was up about 
seven points at 71 bid. 


12/30/60 6/30/61 8/31/61 
Aetna Casualty ... 96 129 143 







Aetna Fire ...... 91% 111% 119 
Aetna Life .. 974%2 119% 119 
Agricultural _...... 31% 3234 351% 


All-Am. Life & Cas. 
Am. Equitable 














Am. General .. 61 72 
Am. Home 54 58 
Am. Life Companies .... 8 834 916 
Am. National. .............000 7% 11% 151% 
Am. Re-Insurance ue 41 53 6042 
IN fasestasiscesécisonsense 21% 23% 24 
Bankers Natl. Life 5742 
Bankers & Shippers 57 60 
Beneficial Std. Life ...... 1512 3312 39% 
BE rcvcesasteniosbentens 31% 35% 36% 
2 2 3156 71 82 
Cal.-Western States 4412 76 92 
SII 5 “iecctneticpentohanssansasnoeeen 32% 3812 3812 
Central Standard Life 1642 1942 2612 
Citizens Casualty ........... 8% Id 1642 
Citizens Life ............... ra 10% 24 
Coastal States Life 16 19 17% 
College Life os 52 86 108 
Combined  ...........cccscsseseeeee 245% 44 55 
Commonwealth Life .... 21 39 49 
Conn. General Life ....... 200 228 266 
Continental Am. Life .. 2812 35% 54 
Continental Assurance 120 162 193 
Continental Casualty .. 68% 106 108 
Continental Ins. ............ 5642 585 672 
Corroon & Reynolds ....... 15 16% 18% 






Criterion _............... ere 40 


39% 49 
6142 62 
42 53% 6042 
5742 69% 70 
73 79 110 

8 1042 151% 
43% 57 
53% 66% 63 


ERS 39% 41 43%, 
Government Employees 89 128 121 
Government Emp. Life 43 785, 110 


Great American 





Ins. Co. of North Am. .. 
Ins. Shares Certificates 
Inte ‘i 
Inte é 





34 
1340 1970 2450 








Ky. Central L. & A. ...... 


National Old Line ... 
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12/30/60 6/30/61 8/31/61 
11 12% 14% 


National Reserve Life .. 146 165 210 

















12/30/60 6/30/61 8/31/61 12/30/60 6/30/61 8/31/61 
i 33 VY 37% 


Pacific Indemnity . 



















Lamar Life ......ccssssseseeeees 54 67 National Union. ............... 4012 48% 46% Pacific National Lif 

Liberty Life seve . 15 27 36 Nationwide Corp. . me 2712 331% 36 Peerless _........... 22% 2642 29%, 
Liberty Natl. Life ,. 39 70% 88 New Hampshire . 49% 57% 63% Peninsular Lif 3% 4M% 1% 
Life & Casualty ...... ‘ 1642 22% 26% North Am. Life .. 14% 19 25% Peoples Life ......... is 2954 38 44 
Life of Georgia .. : 103 109 North Am. Life & . 132 175 230 Philadelphia Life ........... 494275 90% 
Life of Virginia .............. 5612 87 108 Northeastern 12% 22 2642 Piedmont South. Life .. 59 69 85 
Life Ins. Investors ........ 8.95 12.56 5 North Central Co. . 9% 1542 27 WRN chai cccerestesedeescs chases 83 102 119 
Lincoln Natl. Life .. 92 125% 144% North River .. 4112 4612 444% Postal Life .... - 16 23 38 
Loyal Protective ..... 49 55 70 Northern Ins. 41% 46 472 Protective Life ... % 36 48 55 
Maryland Casualty 3656 41% 43%, Northern Life .. . 130 168 184 Prov. Washington ........... 18% 22% 22 
Mass. Indemnity .... 39% 49 60 N. W. National Ins. ...... 86 102 108 Prov. Life & Accident . ° 81 140 162 
Mass. Protective . 69 112 125 N. W. National Life ... 90 107 125° Quaker City Life age 58 85 
Merchants Fire ead 35 42 424% Occidental Life, N. C. .. 4% 71% 9% Rei tn i vy, u 
Midwest. United Life. 30 41 65. Ohio Casualty 24 29 s So ee es, OS UO 
Monumental Life ............ 45% 58% 81 Ohio State Life : 39 51 say, Reliance ........... S% 8% 
National Fidelity Life. 15 20 27° ~=-Old Line Life ... : 60 69 72 Republic ....... 32% = 35 
National Fire o..cc. 123 136 146 Old Republic Ins. ......... 14% 15% 16% Republic National 3342 870 17 
National Life & Acc. 114% 179 189 Old Republic Life .. 18% = 21 26 RESEFVE ssesssssssssssssseeseeneees 11 19 19% 









Field associates of “The Key Com- 
pany” know that prospecting is 
easier with the “Sales Promotion 
Letters” direct mail plan. They 
know that they can be counted on 
to open doors to interested inter- 
views. They know, too, that they 
can expect an above-average-return 
and that direct-by-mail delivery of a 
gift gives them unique advantages. 


This “Sales Promotion Letters” plan 
is just one of the many reasons why 
Equitable men know they can grow 
with “The Key Company”. 


Pacific 
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The success of the would-be twister 
in destroying the trust of the victim in 
the company and 
agent that sold him 
his present insur- 
ance and the prob- 
lem that this poses 
in curbing replace- 
ments were vivid- 
ly described by 
Harold W. Baird, 
superintendent of 
agencies of North- 
western Mutual 
Life, in a recent 
article in the “Bul- 
letin” of the New 
York City Life Underwriters Assn. The 
article, in slightly abridged form, fol- 
lows: 

Dealing with policyholders who have 
been approached by a would-be twister 
is not easy, because a part of the tech- 





Harold W. Baird 


HtieNATIONAL UNDERWRITER 


Gullibility Of Twistee Is Major 


Problem In Curbing Replacements 


nique of the replacement specialist is 
to undercut the conscientious agent. 
It is implied that the latter is ignorant 
of ‘‘new and modern” methods of buy- 
ing life insurance; or that he is ignor- 
ant of methods of “buying life insur- 
ance on a tax deductible basis”; or that 
his company does not have the sup- 
posedly unique “plan” being offered; 
or that the “specialist” is in a position 
superior to the mere life insurance 
agent because he offers “investments” 
as well as life insurance, and is there- 
fore “unbiased”; or that belief in the’ 
soundness of cash values in life insur- 
ance is somehow outmoded. 

The policy-owner is led to believe 
that the “specialist” is “liberating his 
cash values for useful investment” (ig- 
noring the unique investment features 
inherent in life insurance reserves), 
and the original agent is pictured as 
being either biased or financially in- 


terested and is made out as somewhat 


of a villain for having sold the policy- 
holder “expensive” insurance, contain- 
ing guaranteed cash values, in the first 
place. With this type of indoctrination, 
coupled with the appeal of something- 
for-nothing or a tax-deduction (and 
it is amazing what some people will 
give away to get a tax deduction!) 
the skepticism of the policy-owner is 
directed against the conscientious 
agent rather than the twister. 


Does As Was Predicted 


Consequently, when the conscien- 
tious agent undertakes the usual at- 
tempts to convince the policyholder he 
is making a mistake in dropping his 
valuable existing coverage, he is doing 
exactly what the twister said he would 
—‘“protecting his selfish interests” and 
“attempting to justify his original rec- 
ommendation.” If the agent attempts 
a mathematical analysis, he is bogged 
down with the problem of analyzing 
as many as 27 policies in five or six 
companies, taken out on various plans 
and at different ages, to “compete” 
with a single sheet boiler-plate illus- 
tration, usually for a nice round 
amount such as $100,000 (if there are 








Why not the Top Drawer? 


OPPORTUNITIES COME IN ALL SIZES! There’s one to fit 


every ambition when you know which drawer to open. 


For example, if you possess both ambition and ability (you’re 
ready to build your own agency and you produce $10,000 
annually in life premiums), you won't be satisfied with the 
garden variety of opportunities. You'll look in the Top Drawer 
under JEFFERSON NATIONAL... 

. .. the company that offers the Master Money Builder, Pass- 
book Savings, and many other great Par and Non-Par plans; 


PLUS the finest Non-Can A & S, a highly competitive Group 


portfolio; PLUS Top Commissions, Bonuses, Office Expense 


more! 


E. KIRK McKINNEY, JR. 


President 


Allowances, Vested Lifetime Renewals, Pension Plans, the 
best Home Office support you have ever experienced ... and 


Open the Top Drawer! Wire or write:. 


JEFFERSON NATIONAL 


(le Ausurance Company. 
INDIANAPOLIS 4, INDIANA 














“TOP DRAWER” 
OPPORTUNITIES IN: 


Arizona — Florida — Illinois 
Indiana — lowa — Kentucky 
Maryland — Michigan 
Minnesota — Missouri 
Ohio — Pennsylvania 
Tennessee — Virginia 
West Virginia 
Washington, D. C. 
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sufficient cash values to pay the first 
year premium on this amount) and 
with at least one column headed up 
“tax deductible interest.” 

Our procedure is to place the burden 
of responsibility where we believe it 
belongs—on the agent or broker ang 
upon the company that would benefit 
from the replacement transaction. It js 
our considered opinion that it is usually 
impossible to replace existing life in. 
surance with new without financial in- 
jury to the policy-owner. This is par. 
ticularly true if financed insurtance js 
to be involved, for it is obvious that 
if the primary appeal is deductible in- 
terest it is possible to get a larger 
loan, and hence more deductible ip. 
terest, on existing insurance, rather 
than through the surrender of old in- 
surance (with the giving away of the 
internal tax-exempt interest buildup) 
and the acquisition of new insurance, 
with a small loan value and, hence, a 
small interest deduction. (This is not 
to be construed as an endorsement of 
borrow-to-buy insurance; it is merely 
to indicate that if borrowing is the ob- 
jective, it is not necessary to replace, 
and that it is, in fact, more advan. 
tageous to use existing insurance. ) 


Recommends Writing Letters 


With the burden of responsibility on 
the engineer of the replacement trans- 
action and upon the company accept- 
ing replacement business (knowing or 
not), we recommend that the client 
(or “victim,” depending upon point of 
view) write a letter to the presidents 
of all of the life insurance companies 
involved—the companies whose busi- 
ness is proposed to be surrendered, re- 
duced to paid-up status, or subjected to 
maximum loan and the companies is- 
suing the replacement business. 

These letters should be _ identicai, 
They should contain full details of the 
proposed transaction, the identification 
of the policies being replaced (or bor- 
rowed against), the description of the 
policy being purchased, full details of 
any financing involved, rates of inter- 
est quoted, identification of any outside 
investments proposed to be purchased, 
and of course the name and address 
of the agent or broker making the re- 
placement recommendation. Copies of 
any illusrations—which of course 
should bear the name of the agent— 
should accompany the letters. The let- 
ters should request the frank opinion 
of the president of each company as 
to whether the transaction, as outlined, 
is likely to be in the best interests of 
the poliyholder. 

It is important that these letters be 
written by the policyholder, preferably 
in his handwriting, or if typed that 
they be on the policyholder’s letter- 

(CONTINUED ON PAGE 18) 





GROUP SALES REPRESENTATIVE 
$8,000 

One of the best known companies operat- 
ing from coast to coast is now seeking 
young men to progress with them. Openings 
have occurred in many states. The candidate 
with about three years experience is to be 
given most sericus consideration. If you 
are in the midwest, south or west coast 
look into this. ##N-990 





ACTUARY 
8,000 


We have a high regard for this organization 
located in the wide area of Chicago. It 
offers the chance now for a young man 
with two or three years experience and at 
léast two exams completed to work himself 
steadily into a responsible role of manage- 
ment. In the last few years this company 
has moved fast. #N-991 


JUNIOR 





ASST. LIFE AGENCY DIRECTOR 
$14,000 

For the rising young man who can point to 
a successful record of sales and who wishes 
to identify himself with an aggressive com- 
pany we recommend this. A thorough knowl- 
edge of recruiting is necessary. East coast 
location. The job calls for recruiting, train- 
ing and supervision of General a 

F#N-992 





LIFE AGENCY DIRECTOR 
$25,000 


This offers a remarkable chance to prosper, 
grow and succeed with a new life company. 
However, it will be managed by insurance 
men who have built a successful multiple 
line company. Midwestern location. We 
know this company to be extremely well 
financed. The man must have a H.0. back- 
ground-over 5 years. #N-993 


LIFE GENERAL AGENT 
$15,000 


Are you seeking a more lucrative connec- 
tion as a General Agent? We stand behind 
this company as offering a truly fine growth 
potential in the midwest, southwest and 
west coast. A very strong life and A&H 
portfolio. If your sales record is good and 
your experience warrants, the company will 
pay our fee. ##N-994 








Send for our free brochure, How We Operate. 
. No obligation to register. 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S$. Wells St. 


HArrison 7-9040 


Chicago 6, Illinois 





LIFE ACTUARIAL TRAINEE 
$6,000 

If you are a young man with about a year’s 
experience, working toward completing your 
exams, but presently stymied for advance- 
ment, we think this job fits you. A well 
known, midwestern company with over a 
billion in force wants to help shape your 
career as an Actuary. Your future here is 
unlimited! #¢N-995 
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John Hancock 


Hilbert W. Reyn- 
olds has been 
made general agent 
at Pittsburgh. He 
will be associated 
with Donald W. 
Hooton, who has 
been general agent 
for the company 
for the past 20 
years. Mr. Reyn- 
olds began his ca- 
reer at New Castle, 
Pa., and is a past 
president of Johns- 
town Life Underwriters Assn. 





Hilbert W. Reynolds 


Great Southern Life 


A. Paul Williams, assistant man- 
ager, sales training department, has 
been named manager at Denver. Mr. 
Williams has worked out of the com- 
pany’s Ft. Worth agency since the first 
of the year. Glenn A. Taylor has been 
named to succeed him. 


United Benefit Life 


Four new general agencies and a 
service office have been opened in 
eastern Massachusetts. Previously the 
entire area was served by a single 





B. F. Herman R. W. Bower 


agency. The service office is in Boston 
and the new general agents and their 
locations are B. F. Herman, Boston; 
George Chittenden, Peabody; R. W. 
Bower, Reading, and W. E. LeCroix, 
Brockton. In that order, they have 
been with the company since 1947, 





George Chittenden 


W. E. LeCroix 


1949, 1945 and 1949 and have all been 
in field managerial posts in various 
areas. All agencies will handle a com- 
plete line of health and life insurance 
for families, individuals and groups. 
Benefit payments and premium collec- 
tions will be processed through the 
Boston service office. 


Globe Life 


O. C. Page has been named field 
supervisor, which, among other duties, 
includes appointing new agents. He 
was formerly Ohio state manager of 
Eagles’ National Life. 


Southwestern Life 
Two regional managers have been 
appointed and four other members of 
the agency department have been 
hamed to new positions. 


LIFE INSURANCE EDITION 


Changes In The Field 


J. W. Caldwell, branch manager at 
Albuquerque for the past four years, 
has been promoted there to regional 
manager of the New Mexico, Arizona, 
Colorado and El Paso, Texas terri- 
tories. He joined Southwestern Life at 
Lamesa, Tex., in 1953. 

Appointed regional manager of the 
Oklahoma City, Tulsa, Kansas and 
Missouri territories is W. Neal Camp- 


bell, who will be headquartered in 
Kansas City. He formerly was man- 
ager at Phoenix. Dave Davies succeeds 
Mr. Campbell as branch manager in 
Phoenix. With Southwestern Life since 
1959, Mr. Davies previously was sales 
supervisor there. Named assistant 
manager at Dallas is Thomas C. Gent- 
ry, who for the past 18 months has 
served as sales supervisor at Houston. 
He joined Southwestern in 1957 in the 
home office. 

J. L. Massey, formerly sales super- 
visor at Dallas, has been appointed 


9 


sales supervisor of the Oklahoma City 
and Tulsa territories. He joined the 
company in 1959. New sales super- 
visor at Houston is W. O. Luse, who 
for the past 21 months has represented 
Southwestern at Lake Jackson, Tex. 
He joined the company in 1959. 


Mutual Of N.Y. 

Group specialists appointed mana- 
gers at their respective offices are . 
Peter Earl, Boston, Robert Farrell, 
Buffalo, and Paul Neuhart, Miami. 

Advanced to group and pension spe- 








cost of his insurance now. 








@) 
“SERVES/ You /FIRST” 


you ndependent 
Insurance i] [AGENT 








fog US Pat OF 






EXECUTIVE OFFICE: 


Double Protection is truly insurance for modern 
living. It gives your client maximum protection 
when he needs it most. And DP-70 reduces the 


Through the DP-70, your client chooses the de- 
sired amount of permanent cash value life insur- 
ance. DP-70 gives him double this amount as pro- 
tection until the policy anniversary nearest age 70. 
The low level premium is spread throughout the 


nloyers Lf A 


INSURANCE COMPANY OF AMERICA’ 


110 MILK STREET, BOSTON 7, MASSACHUSETTS 
ONE OF THE EMPLOYERS’ GROUP OF INSURANCE COMPANIES 





DOUBLE PROTECTION 


TO AGE 


close to term. 






SEVENTY 


entire life of his policy — with rates surprisingly 


DP-70 has many other desirable features... 


four months’ waiver of premium. . . liberal con- 


provision. 


version option . 
settlement ... optional accidental death benefit 


. special retirement income 


For complete details, contact The Employer’s 
Life Manager in your area or write our home office. 
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cialists are L. Thomas Rand, Boston, 
Robert Green, Buffalo, John Moore, 
Los Angeles, and Peter Korman, Miami. 

New assistant specialists are Ronald 
Young, Atlanta; William Ryan, Los 
Angeles, and Frank Ferrelli, Washing- 
ton, D.C. 


Life & Casualty Of Tenn. 

J. H. Carson Jr., regional sales direc- 
tor in the central division, has been 
made manager of the Fort Smith, Ark., 
district. He joined the company in 1953 
at Fort Smith and was made staff 


HieNATIONAL UNDERWRITER 


manager in 1958. 

S. F. Young, staff manager at the 
Durham, N. C., district, has been made 
manager of the Raleigh, N. C., district. 


Pacific Mutual Life 
Harold H. Mackenhausen has been 
named manager at St. Louis. He joined 
Pacific Mutual in 1958 as a supervisor 
at San Francisco. In 1959 he was 
named assistant manager at Oakland. 


General American Life 
John L. Weber has been named a 


general agent at Los Angeles. He has 
been in the life insurance business 
since 1955 and has had experience as 
an agent, brokerage manager, and as- 
sistant general agent. Most recently he 
was with Life of North America. 


Liberty National Life 
W. A. Sneed, Muscle Shoals, Ala., 
has been made associate manager at 
Roanoke, Ala. 
R. A. Henderson, Prichard, Ala., has 
been made associate manager at Jack- 
sonville, Fla. 








GRADUATE STUDENTS 
YOUNG PROFESSIONAL MEN 





Many successful Life underwriters specialize in these 


markets, with great success. 


For the young professional man, the hazard of serious 
disability is greater than the hazard of death. 


He needs Disability insurance as well as Life insurance. 


Provident has a special plan of Non-Cancellable and 
Guaranteed Renewable Accident and Sickness coverage 
designed expressly for this great and growing market. 


We have named it “Modified 65.” 
1455-PT tells the full story. A copy is yours for the 


asking. 


BROKERAGE 


. Consult the Provident office 
nearest you or write to 


BUSINESS 


ACCIDENT DEPARTMENT 


PROVIDENT 


LIFE AND ACCIDENT 


CHATTANOOGA 


Our brochure Form 


INSURANCE COMPANY 


INVITED 
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Northwestern Mutual 


Alfred J. Jo. 
hannsen, genera] 
agent in New York 
City for 23 years, 
retired fron. that 
post Sept. 1. He 
will become a4 
Northwestern Muy. 
tual consultant jp 
pensions and prof. 
it-sharing in the 
Fort Lauderdale 
area, where he wil] 
make his home. He 
i will be associateg 
with the R. L. Law Jr., general agency 
in Miami. 

The Johannsen general agency of. 
fice has been moved to 136 Greenwich 
Street, Hempstead, where it will be 
consolidated with the agency’s Long 
Island office. Willard C. Colwell who 
has been production manager for Jo. 
hannsen agency will be cashier jp 
charge of the office until a new genera 
agent is appointed. 

A dinner party in Mr. Johannsen; 
honor was given at the Garden City 
Hotel by his staff. Northwestern Mu. 
tual officers Benjamin B. Snow, sy. 
perintendent of agencies, and Eric J 
Wien, assistant superintendent og 
agencies, were on hand for the event, 

Mr. Johannsen began his Northwest. 
ern Mutual career in 1929 with the for. 
mer Hobart & Oates general agency, 
Chicago. In 1938 he was appointed a 
general agent in Brooklyn, and late 
the offices were moved to New York 
City. 


PIONEER AMERICAN of Fort 
Worth has appointed Walter L. Petti- 
grew state manager for California at 
Whittier. He has most recently been 
with Franklin Life. 


MIDLAND NATIONAL LIFE ha 
appointed Rex E. Birch general agent 
at San Francisco He has 30 years in 
the business. 





A. J. Johannsen 





PORTRAIT 


OF SUCCESS 





GUIDANCE 


Ready to give a lift. In 
perfecting selling pro- 
cedures or business 
operations, the Inter- 
Ocean agent can al- 
ways count on expert 
help. For more than 
fifty years, steady prog- 
ress has been based on i. 
the idea of effective, ex- 

perienced cooperation. 


Inter-Ocean 


INSURANCE COMPANY 
Cincinnati 2, Ohio 











Sep 





Mr 
New 
life a 
fore | 
Engl: 
of th 
serve 
comn 
Life 
New 
and | 
chair 
agers 

Bef 
busin 
radio 
per re 
in life 
tate 
peara 


preside 
proces: 
the cc 
service 


Edw: 
directo 


er 9. 196) 


ual 

| J. Jog 
. general 
New York 
23 years, 
froni that 
ecome 4q 
stern Mu. 
sultant ip 
and prof. 
g in the 
szauderdale 
ere he wil] 
; home. He 
associated 
ral agency 


gency of. 
Greenwich 
it will be 
cy’s Long 
well who 
er for Jo. 
sashier jp 
Ww general 


ohannsen’s 
irden City 
stern Mu- 
Snow, su: 
id Eric J, 
ndent of 
ie event. 

Jorthwest- 
th the for. 
al agency, 
pointed a 
and later 
New York 


of Fort 
 L. Petti- 
lifornia at 
ntly been 


LIFE has 
eral agent 
) years in 











September 9, 1961 


LIFE INSURANCE EDITION 


Home Office Changes 


Northeastern Life Of N. Y. 


Andrew F. Kin- 
bacher has _ been 
appointed director 
of field develop- 
ment. His respon- 
sibilities will in- 
clude manpower 
acquisition and de- 
velopment, and 
advanced sales 
methods and pen- 
sions, in all of 
which fields he 
has had broad ex- 
perience. 

Mr. Kinbacher has been maanger at 
New York for National Life of Canada, 
life affiliate of Glens Falls Ins. Co. Be- 
fore that he was for 13 years with New 
England Life in New York City, most 
of the time as a supervisor. He has 
served as vice-president, director and 
committee chairman of New York City 
Life Underwriters Assn., director of 
New York City Life Supervisors Assn., 
and director and law and legislative 
chairman of New York City Life Man- 
agers Assn. He is a CLU. 

Before entering the life insurance 
business in 1940, Mr. Kinbacher was in 
radio programing and was a newspa- 
per reporter. He has been an instructor 
in life insurance fundamentals and es- 
tate planning and has made many ap- 
pearances as a speaker. 





A. F. Kinbacher 


American National 


William K. Ni- 
col has been named 
vice-president and 
actuary. He was 
born in Canada 
and is a fellow of 
Society of Actu- 
aries. 

Mr. Nicol has 
been with Equit- 
able of Canada, 
Teachers Insur- 
ance & Annuity 
Assn. of America 
and an actuary of 
Commonwealth Life of Kentucky. 

T. J. Evans has been promoted from 
assistant secretary to assistant vice- 
president. He heads the electronic data 
processing division and has been with 
the company since 1938, except for 
service in WWII and Korea. 





William K. Nicol 


Citizens Life 


Edwin C. Boas has been elected a 
director. He is president of Central 
Iron Manufacturing Co. of Long Island 
City, New York. 


Liberty National Life 


B. J. Ballard, agent at Memphis, has 
been named detached associate man- 
ager and assigned to the home office. 


Equitable Society 


James A. Attwood has been made 
assistant vice-president. He has been 
a partner of the Hewitt employe bene- 
fit plan firm in Libertyville, Ill. Before 
that he was with Equitable Society as 
an assistant actuary. He is a fellow of 
Society of Actuaries. 

Robert F. Link has been made as- 
Sociate actuary, with officer status. 
He joined the company in 1946 and 
became a fellow of Society of Actuaries 
in 1951. 

William H. Crosson III, Richard A. 
Burrows and George T. Wasser have 
been appointed mathematicians. Mr. 


Crosson and Mr. Burrows are fellows 
of Society of Actuaries; Mr. Wasser is 
an associate. 


Massachusetts Mutual 

Nathan S. Garrison, manager of the 
investment records department, has 
been made assistant investment secre- 
tary. He joined the company in 1920 
and went to the investment depart- 
ment in 1948. 

Norman W. Allard, methods analyst, 
has been named systems and proced- 
ures manager, planning department. 
He was an industrial designer for five 
years before joining the company in 
1953. 

Stanley P. Sitnik, assistant manager, 
building services, has been appointed 
manager of maintenance, buildings 
services. 


Connecticut Mutual 


Dr. Richard C. Shaw has been made 
assistant medical director. He has been 





The Key to 


Superior 
Service 


The CLU key symbolizes 
extraordinary ability and 
proficiency in life underwriting. 


Those who earn it are able to 


serve their clients better, 
contribute more to their company, 
and offer even greater prestige 

to their profession. 


Serving this 

fast-growing 

region since 
1891 
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Prudential salutes the National Quality Award Winners...the men who build 
high standards in our industry. We congratulate the 1,478 Prudential Agents in 
the United States and Canada who are among the NQA Winners for 1960. 


TO OVER 35 MILLION PEOPLE—INSURANCE MEANS PRUDENTIAL 
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in private practice since 1952 at 
Toledo, O., and before that served as a 
resident in pathology at St. Vincent’s 
Hospital, Toledo. 


Northwestern National 

James Morrison has been named as- 
sistant controller. Formerly with 
Froedtert Malt Co. of Milwaukee, he is 
also a lecturer on finance in the even- 
ing division of Marqueite University. 
He will act in a supervisory capacity 
in the securities department of the 
insurer. 


HAeNATIONAL UNDERWRITER 


R. F. Waitrovich has been appointed 
assistant auditor and will fill a vacancy 
created by the promotion of Robert 
Borchardt to assistant secretary. He 
was formerly with Will Ross, Milwau- 
kee, as office and credit manager. 

David Schmechel has been named 
claims examiner. He was formerly with 
the Rebholz agency of Milwaukee in 
claims and underwriting. 


Hamilton Life Of N.Y. 


Morris Pike has been made actuarial 
consultant. He recently retired from 


John Hancock, where he had been 
vice-president, actuarial and personal 
health. Earlier he was with the New 
York department, was actuary of Unity 
Life & Accident of Syracuse and was 
vice-president and actuary of Union 
Labor Life. 


Lutheran Brotherhood 
Gordon Taft and Raymond Bodin 
have been advanced to field superin- 
tendents; Walter Jessen was made 
agency assistant, R. E. Thorp Jr. agen- 
cy secretary and Donald Bue agency 








to pass first. 


September 9. 196) 


financial secretary. All of the Posts 
are new, with the exception of agen 

secretary. In that order, the men have 
been with the company since 1955 
1954, 1949, 1955 and 1956. ; 





First National Life, Ariz, 


Franklin Seford, e 
for many years di- 
rector, secretary 
and chief adminis- 
trative officer of 
National Equity 
Life of Little Rock 
has joined First 
National as admin- 
istrative vice-pres- 
ident. 





Sep 





Mr. Seford 
brings to his new 
affiliation 31 years’ 
experience in in- Franklin Seford 
an t e surance adminis- oO 
tration work. He began with Fir} Eco 
Pyramid Life, and moved later to Re. Geo 
public National Life before joining Na. § Dep 
tional Equity. Life 


MARKET 


for Life Insurance 


Will the day come when people no longer want and need life insur- 
ance? Perhaps... if some other highly unlikely circumstances come 


AMERICAN ILLINOIS LIFE 4 
Oak Park, Ill—Anthony Borcich has 
been elected president and chief ex. 
ecutive officer. Formerly vice-presj. 
dent, he succeeds George Sloan who 
has served as interim president since 


D. Feeheley medical director. 


INLAND LIFE has named Robert F. 
Wright treasurer and chief financial 
officer. He joined the company in 1960. 





the agent-owned company was forme A 
last year. was : 
: tribu 

KENNESAW LIFE has made Wil Mc 
liam Minter manager of the conserva- Nortt 
® tion and policyholder’s service depart- sistec 
ments. He was formerly manager of partn 
the general accounting department at Geor 
United American Life of Atlanta. tary 
JACKSON NATIONAL LIFE of 122° 
Jackson, Mich., has named Dr. Robert tae 


Science has wrought miracles to prolong the life span of man and 
enable more people to live past retirement age. Perhaps another 
miracle is in the offing . . . this one to enable senior citizens to live 
comfortably and happily without money. If this comes about, the 
bottom may not drop out of our market—but it will be severely 
dented. 


If newspapers stop publishing death notices because man has found 
the key to everlasting life on earth, he will then not need the pro- 
tection feature of life insurance. Our market will wither away. 


Conventions 


Sept. 17-20, International Claim Assn., annual, 
ae Greenbrier, White Sulphur Spring, 
. Va. 


Sept. 20-22, Life Insurance Advertisers Assn, 
annual, Sheraton-Dallas Hotel, Dallas. 

Sept. 24-29, National Assn. of Life Under- 
writers, annual, Denver Hilton Hotel, Den- 
ver. 

Sept. 25, Fraternal Actuarial Assn., annual, 
Netherland Hilton Hotel, Cincinnati. 

Sept. 25-27, Life Office Management Asm, 
annual, Shoreham Hotel, Washingten, D. C. 


Sept. 25-27, National Fraternal Congress, annual 
Netherland Hilton Hotel, Cincinnati. 


Oct. 9-10, Conference of Actuaries In Public 
Practice, Sheraton-Blackstone Hotel, Chicago. 


Oct. 9-13, American Life Convention, annual, 
Edgewater Beach Hotel, Chicago. 


e Oct. 10, Insurance Economics Society, annual, 
Edgewater Beach Hotel, Chicago. 


Oct. 18-20, Institute of Home Office Under 
writers, annual, Jung Hotel, New Orleans. 


Service Guide » | 


ACS 


Actuarial Computing 


Service, Inc. 
“Specializing in Computer Applications 
for the Insurance Industry” 


1389 PEACHTREE ST., N.E. ATLANTA 9, GEORGIA 
TR. 5-6727 


— 


If stores no longer sell welcome mats for front doors because people 
neither move nor marry nor build new houses... the market for 
life insurance will indeed be shaken, for there will be no further 
need for mortgage protection. 


Or if one day, something political, social, or psychological happens 
to change man’s status as a mortal being who loves his family and 
recognizes responsibility for providing for them always, the market 
for life insurance will vanish. But not until then. Until then, there 
will be a market that is wide open to the life insurance salesman 
who will conscientiously try to make each of his own days better 
than the last in telling people about the only plan there is for guar- 
anteed financial security. 














A statement of philosophy and practice of 


GENERAL AMERICAN LIFE 


INSURANCE COMPANY ST. LOUIS 
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On the symposium entitled “The Negro’s Contribution to the American 
Economy,” were, from left, W. J. Kennedy III, North Carolina Mutual Life; 
George L. P. Weaver, U.S. Department of Labor; Sherman E. Briscoe, U.S. 
Department of Agriculture; Norman O. Houston, president Golden State Mutual 
Life, and Leroy W. Jefferies, vice-president Johnson Publishing Co. 


Houston Describes Evolution Of 
Negro Life Insurance Companies 


A special feature of the convention 
was a symposium on the Negro’s con- 
tribution to the American economy. 

Moderated by W. J. Kennedy III, 
North Carolina Mutual, the panel con- 
sisted of Sherman E. Briscoe, U.S. De- 
partment of Agriculture (agriculture); 
George L. P. Weaver, assistant secre- 
tary of labor, U.S. Department of 
Labor (labor); Leroy W. Jefferies, 
vice-president Johnson Publishing Co. 
(general business), and Norman O. 


Houston, president Golden State Mu- 
tual, who handled the life insurance 
aspect. 

Negro owned and managed insur- 
ance, like any other business, has 
evolved from a very crude beginning 
to its present state of development, 
Mr. Houston noted. Just as the in- 
stitution of life insurance itself began 
centuries ago in the form of burial 
societies in Rome, and were unions of 


(CONTINUED ON PAGE 16) 


Executive Director 
Calls For A Four 
Point Program 


In his report as executive director, a 
report which assumes the aspects of a 
swan song since he is joining North 
Carolina Mutual at the conclusion of 
the convention, Murray Marvin called 
for a four point program: The revival 
of the association’s agency manage- 
ment institute, the initiation of an ex- 
ecutive development institute, a coop- 
erative management survey, and in- 
dividual company market analyses. 

All of these had been presented dur- 
ing the convention, Mr. Marvin noted, 
and some of them had been hopefully 
mentioned at earlier conventions. But 
why wait the usual three to five years 
before adopting such suggestions? They 
are progressive and meaningful steps 
and should be put into operation im- 
mediately. 


Crash Program Needed 


The times, the needs of the con- 
summer, and challenges facing NIA 
companies all require a cooperative 
crash program to enable the companies 
to forge ahead. 

Mr. Marvin said that as he looks 
back through the history of the asso- 
ciation he notes the “green thumb” of 
business which played so large a part 
in developing them all. If they had not 
been gifted with creative and imagi- 
native management, it is reasonable 

(CONTINUED ON PAGE 15) 
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‘a NIA Draws 500 To Washington 


Theodore A. Jones 
Elected President 
Succeeding Harris 


Marvins Resign Posts; 
Lester Schriver Speaks; 
Beavers Named Ist V-P 


By R. R. CUSCADEN 


WASHINGTON—Undeterred by a 
late summer heat wave that had this 
capital of the free 
world literally 
gasping for breath, 
National Insurance 
Assn. ran off the 
crowded agenda of 
its 4lst annual 
convention here 
last week without 
a hitch. 

Theodore A. 
Jones, vice-presi- 
dent - comp- 
troller Supreme 
Life of Chicago, 
moved into the presidency, succeed- 
ing Virgil L. Harris, president Pro- 
tective Industrial of Birmingham. 

George A. Beavers, Golden State 
Mutual Life of Los Angeles, was 

(CONTINUED ON PAGE 16) 
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On Guard... 


for more than a generation 


Supreme Life celebrates its 40th anniversary in August. During these 
first four decades, the roster of Supreme-protected families has 
swelled to nearly 400,000. We have given such families an ever wider 
choice of policies designed to fit their particular protection and 
budget needs, and will soon add others. We paid out more than 


$2,000,000 in benefits to policyholders during 1960. 





But Supreme Life has been ‘‘On the Move’ as well as ‘‘On Guard’’. 


Vigorous and forward-looking management has been quick to grasp 
opportunities to give Supreme Life increasing leadership in its particular 
field; to broaden its services and make them more efficient; and to earn 
a fair profit for its stockholders. Our acquisition in June of the Domestic 
Life & Accident Insurance Co. of Louisville, Ky., brings our assets to 


Insurance 


more than $31,000,000, and our insurance in force to almost $200,000,000. 


To stand uncompromisingly “‘On Guard”’ for our policyholders will always remain 
our prime concern; but you can look for Supreme Life to continue sensibly but 
dynamically ‘‘On the Move’ during our next forty years! 


UPREME 
Company 


Home Offce: 3501 SOUTH PARKWAY, CHICAGO 53, ILLINOIS 


* KEnwood 8-5100 
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of America 
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Congratulations and continued best wishes for 


achievement and service to the National Insurance 





Association on its 40th Anniversary. 


North Carolina Mutual Life Insurance Company 
Home Office: Durham, North Carolina 


——— 










Providing worry-free protection for 800,000 policy- 





September 3, 19%) 


| 





Among those at the reception for Lester O. Schriver, executive vice-presidey 
National Assn. of Life Underwriters, third from left, were L. D. Jones, vice. 
president and agencies director Chicago Metropolitan Mutual; Maceo A. Sloa, 
associate agency director North Carolina Mutual, and E. W. Sims, vice-presidey 
and agency director Standard Life of New Orleans. 








owners with assets in excess of 67.5 million dollars. 











Three Standards 


In his keynote address, Theodore A. 
Jones, vice-president-comptroller Su- 
preme Life of Chicago, suggested three 
standards of survival for NIA member 
companies: Personal and _ corporate 
proficiency, breadth of outlook and 
active involvement in politics. 

Self-development, training of na- 
tural talents, and acquisition of skills 
in the disciplines of mid-century suc- 
cess must be accepted as a way of life, 
Mr. Jones stated. NIA officers must be 
hard taskmasters in the operation of 
their business; make a fetish of excel- 
lence; be impatient with mediocrity; 
be constantly on the alert to design 
and introduce better policies for serv- 
ing the needs of the market, and be 
willing to improve sales methods, and 
develop faster and more efficient home 
office services. 

The second standard of survival, 
breadth of outlook, means the en- 
couraging of a horizontal as well as a 
vertical outlook. Each must strive for 
the broadest possible self-develop- 
ment. Over-specialization is danger- 
ous, and can be fatal. For instance, 
where is the cartwright who did not 
learn automotive mechanics? Where 
the manufacturer who shunned re- 
search and diversification? And, for 
that matter, how wise is it to give 
policy-making power to managers and 
executives who know contracts, actu- 
arial tables and mortgages, but not 
advertising, marketing, economics, so- 
ciology, history, and public relations? 

Mr. Jones said another feature of 
breadth of outlook is the need for an 
awareness of NIA companies’ respon- 





Employment for nearly 1200 persons in more than 


50 categories. 







“No Home Complete Without 
North Carolina Mutual Policies” 
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but they are protected with 
LIFE INSURANCE .. . See your “Chi-Met”’ 
investment insurance counsellor—today! 


They don’t know it, 





CHICAGO METROPOLITAN MUTUAL 


ASSURANCE COMPANY . 
Home Office: 4455 South Parkway, Chicago 53, Illinois 
Branch Offices In: Illinois, Indiana, Ohio and Missourl Over $100,000,000 Of Insurance in Force 





On hand from Supreme Life of 
Chicago: Earl B. Dickerson, president, 
and John F. Morning, vice-president 
and agency director. 


Keynote Address Suggests 


Of Survival 


sibility and reliance upon each other— 
an awareness of the strength to 
gained from joint effort. Such strength 
can be gained through a fuller part. 
cipation in the association itself. Needs 
and structure must be reviewed, an 
an even more meaningful program 
planned. 

More of NIA’s presidents and chief 
executives need to be exposed t 
and to contribute to the definition and 
treatment of common problems, he 
declared. Some may have unusual ex- 
perience and excellence in some par- 
ticular area, yet the same or others 
may still be weak in some other im- 
portant requirements. 

Sometimes, perhaps today, there is 
not enough time to develop the re 
quired skills, services, or markets. NIA 
companies should be shrewd enough to 
merge whenever doing so will create 
an institution capable of correcting 
weaknesses and stronger than the sum 
of the separate strengths of its com- 
ponents. 

Mr. Jones suggested as a corollary 
to breadth of view, a breadth of effort. 
In community service lies a pathway 
to understanding the complex inter- 
relationships between people and in- 
stitutions that must affect all who 
do business in cities. A portion of 
management training should require 
exposure to community organizations; 
an apprenticeship which is invaluable, 
because only after extensive personal 
involvement in problem-solving activ- 
ity can one learn to detect what is 
valid and feasible. Only in doing can 
one master the techniques of success. 

Active involvement in politics was 
strongly urged by the keynote speaker. 
The country has long been in an age 
of big government in daily affairs. In- 
deed, the order of one’s daily life 


_ would be impossible without govern- 


ment activity in such areas as traffic 
control, maintenance of public roads, 
street lighting, building, public health, 
and education. And government is an 
active participant in the money mal- 
ket, affecting investinents through the 
Federal Reserve discount rate and the 
FHA interest rates, to mention two. 

For better or worse, Mr. Jones said, 
government impinges to some degree 
upon most phases of business and pef- 
sonal activity—and the prognosis is 
for more of the same. The concept and 
the quality of government thus be 
comes crucial—and those who neglect 
their freedom to elect and to guide 
public officials, are hardly in a posi 
tion to criticize or complain. 
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Marvin Calls For 
Four Point Program 


(CONTINUED FROM PAGE 13) 
to conclude they would not be the in- 
stitutions they are today. 

True, he said, management in- 
volves the use of both the arts and 
sciences in proper balance. But if the 
founders of the NIA companies had 
peen too scientific and had sought the 
advice of experienced insurance men 
they would have most probably been 
advised against the formation of these 
companies, or worse, would have been 
hogtied with so many drastic “‘ifs’? and 
“puts” that hope for starting any sort 
of company would have been com- 
pletely blasted. 

The speaker said that as far as he 
has been able to ascertain, only one 
NIA company opening for business pri- 
or to the late 1930s had a fully paid in 
capital before the doors were opened. 

The executive director said that he 
believes American Institute of Man- 
agement’s definition of “management 
as the art of bringing ends and means 
together—the art of purposeful action” 
is the most meaningful one in the pro- 
fession. 

This art is essentially a process that 
contains three elements: The selection 
of a goal, the initiation of planned ac- 
tions to reach it, and the continuous 
review of the effectiveness of the ac- 
tions and the value of that goal. 

It is within these areas that NIA 
companies can be most useful to each 
other within the framework of their 
trade association, he suggested. 

Mr. Marvin quoted Dr. Leopold Bel- 
lak, noted psychiatrist: The outstand- 
ing characteristic of American cul- 
ture today is the impact of commu- 
nication and change. TV, radio, news- 
papers and tons of literature bombard 
the public; and the loss of identity of 
modern man is largely the adaptation 
to a constant flow of changing stimu- 
li. Any event, indeed any individual 
is merely a matter of moment. 

Thus, Mr. Marvin pointed out, the 
picture of an emerging, changing 
America. And no matter whether this 
trend is completely applicable or not 
to the present Negro market, NIA 
must take this change of character 
into account and be prepared to meet 
it. 

NIA companies, he said, may well 
be forced, along with this apparent 
change in character, to change charac- 
ter too. This would mean, primarily, a 
shift in emphasis from the Negro mar- 
ket and a greater attention to thinking 
in larger terms. This means, of course, 
that NIA companies would be literal- 
ly invading what might be termed a 
“foreign” market, but it may well be 
necessary. 








Asa T. Spaulding, president North 
Carolina Mutual, congratulates one of 

Stellar sales people: Mrs. Carmen 
Saunders of the Newark office who 
is well on the way toward $1 million 
this year. 





LIFE INSURANCE EDITION 


Thad B. Gaillard, 
Great Lakes Mutu- 
al (left), presents 
plaque of apprecia- 
tion from NIA to 
Murray J. Marvin 
and his wife, De- 
lores, retiring as 
executive director 
and assistant exec- 
utive director, re- 
spectively of the 
association. Look- 
ing on is NIA’s 
president, Virgil L. 
Harris, Protective 
Industrial of Bir- 
mingham. 
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NIA Companies Warned Of The New Inroads 
Large Companies Are Making Among Negroes 


At a panel on population trends and 
marketing possibilities, NIA member 
companies were warned by H. Naylor 
Fitzhugh, assistant professor of mar- 
keting Howard University, that new 
inroads have been made by large, na- 
tional insurance companies among 
Negro insurance buyers. 

Other members of the panel in- 
cluded James A. Byrd, associate ex- 
ecutive vice-president National Assn. 
of Life Underwriters; David E. Longley, 
Virginia Mutual Benefit Life, and Viv- 
ian Henderson, professor of economics 
Fisk University. W. C. Croft, Wright 
Mutual Life of Detroit, moderated. 

Mr. Fitzhugh said that for a num- 
ber of years, a few pioneers such as 
Metropolitan and New York Life were 
the principal competitors. But today 
the number of such general-market 
competitors is appreciably larger. And 
to this number might also be added a 
large number of mutual funds plans 
which, though they are not supposed 
to compete with life insurance, actual- 
ly often attempt to do so. 

A further complication involves the 
development of the Negro personnel 
market by the larger companies. It has 
substantially increased the number of 
companies that are bidding for a rela- 
tively limited number of good person- 
nel prospects. These Negro-market 
programs are able to offer promising 


prospects a good starting salary, fringe 
benefits, and in some cases, expense 
accounts and a car. 

Also, besides the obvious advantages 
of being associated with a large com- 
pany, they offer market research, prod- 
uct development, consumer advertising, 
sales aids, and leads, Mr. Fitzhugh 
noted. 

Timid souls and timid programs run 
a real danger of being by-passed or 
swallowed-up in this present era of 
rapid social change and world-shaking 
scientific and political developments. 
NIA companies must take aggressive, 
imaginative, offensive steps, rather 
than being merely defensive, imitative, 
or apologetic. 

One such step would be to approach 
white consumers—whether' through 
white salesmen or Negro salesmen, or 
a combination of the two, Mr. Fitzhugh 
suggested. At least one NIA company 
has already undertaken such a program 
in a section of Michigan. 

Another bold step would be to con- 
ceive’ one or more meaningful public 
relations themes in connection with 
member companies’ operations. One 
such possibility would be to emphasize 
the role which member companies play 
in opening up challenging doors of em- 
ployment and economic opportunities 
to Americans who otherwise might be 
restricted to lower-level occupations. 
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NIA Statistics 
Reveal Growth 
Of Companies 


Member companies of NIA increased 
their total admitted assets from $26,- 
849,788 in 1940 to $316,091,772 in 
1960, Richard W. Foster, Virginia Mu- 
tual Benefit Life of Richmond, NIA’s 
statistician, revealed during his report 
to the convention. 

Of the 51 member companies, 41 
filed full reports with the statistician. 
The other 10 did not file a full re- 
port, but did supply limited, though 
pertinent, data. The 41, however, rep- 
resent 99% of the total admitted as- 
sets of all member companies. 


Stocks And Mutuals 


Ownership and control of 37 of the 
51 companies rests in stockholders; the 
other 14 are mutual companies. Thirty- 
eight of the companies are engaged in 
life and A&S, while nine write only 
group life, and five limit themselves 
to group A&s. 

From 1940 to 1960, total capital and 
surplus increased from $4,638,221 to 
$262,732,095; premium income from 
$15,747,088 to $81,124,658; and invest- 
ment income from $1,094,496 to $10,- 
210,492. Total insurance in force for all 
51 companies now stands at $1,757,- 
126,936. 
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Among those representing Chicago 
Metropolitan Mutual were T. P. Harris, 
chairman, and George S. Harris, presi- 
dent. 


PROFITABLE CAREER OPPORTUNITIES 


FOR AGENTS 


If you are interested in joining a tomorrow-minded company — 


write to— 


MAMMOTH LIFE & ACCIDENT INSURANCE COMPANY 


Operating in Kentucky, Indiana, Ohio, 


Illinois, Michigan, Tennessee, Missouri, Wisconsin 
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SICKNESS & ACCIDENT 
HOSPITALIZATION 
ENDOWMENT AND GROUP 


LIFE 
RETIREMENT 
MORTGAGE CANCELLATION 


GOLDEN STATE MUTUAL LIFE 
Home Office: Los Angeles 54, California 
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Jones Elected To 
Presidency Of NIA 


(CONTINUED FROM PAGE 13) 


named ist vice-president, and th 
becomes president next year when 
association moves into Los Angeles 
the annual meeting. 

Named section vice-presider 
(from which one will be eventug 


Houston Describes 
Companies’ Evolution 


(CONTINUED FROM PAGE 13) 
a religious nature, so in America, the 
first of such organizations for relief 
among Negroes bearing any resem- 
blance to the business of life insurance, 
had their inception in the church. 

The first of these of which there is 
any authentic record was the Free 
African Society, founded in Philadel- 
phia in -April of 1787. The crudeness 
of the financial aspects of this society 
may been seen from the monthly dues 
of 16 cents required from each mem- 
ber, with weekly benefits of 57 cents 
promised. Sober and clean living was 
a qualification for membership. 

Despite the fact that Negroes in the 
south were not allowed to congregate 
except in the presence of a white per- 
son, as far back as 1833 there were 
many mutual aid associations, operat- 
ing mainly through the Negro churches, 
Mr. Houston said. For more than a 
century such church relief societies 
grew in popularity and in membership 
in the south. A meeting of representa- 
tives of various societies was held in 
Baltimore in 1884, and can be consi- 
dered as a forerunner to National In- 
surance Assn. 

The best interests of the masses of 
Negroes in these primitive associations 
were served. Many were of service in 
many useful ways other than provid- 
ing insurance protection, but, Mr. 
Houston declared, it would have been 
far more beneficial to the race as a 
whole if the organizational genius and 
energy of these leaders had been ex- 
ercised in the formation and develop- 
ment of life insurance companies. 
Nevertheless, the societies were of 
value in teaching the various techni- 
ques of organization, which later be- 


president position) 
Knight, Unity Mutual Life of Chic. 
go (executive); Maceo A. Sloan, No 
Carolina Mutual of Durham, N, 
(agency); Robert Bonner Jr., Proy 


(technicians), and H. D. Mickle, Cy 
cago Metropolitan Mutual (medica} 

NIA, composed of some 50 life cop 
panies owned and operated by \ 
groes, has not always had particulg 
clear sailing (in its early years, t 


aton-Park Hotel. 

The 10 years’ reference is importa 
—for in 1950 the association made gm 
of its wisest moves by naming My. 
ray Marvin and his wife, Delores, e. 
ecutive director and assistant exec. 
tive director, respectively. These tw 
able people established the organiz. 
tion’s first national office, in Chicag 
began editing the association’s qua. 
terly publication, the Pilot, ran off 
five agency institutes for member 
companies, issued four million piece 
of sales literature, etc. A report of 
Mr. Marvin’s swan song will be foun 
elsewhere in this issue—but it mus 











Heartiest congratulations to the National Insurance Asso- 
ciation as it celebrates its forty-first anniversary, and the 
eleventh year since the opening of its National Office in 
Chicago. We are proud of the fact that we are Charter 
Members of this fine organization! 


The Pilgrim Health and Life 
Insurance Company 


Home Office: Augusta, Georgia 
Branch offices in Alabama, Georgia, Florida and South Carolina 


General Agents wanted in Miami, 
Tampa and other Florida cities 


W. S. Hornsby, Jr., President 
A. M. Carter, Vice President-Secretary 
J. M. Hinton, Sr., Vice President-Agency Director 


DIRECTORS 


J. M. Hinton, Sr. 

Mrs. Nellie S. Coppage 
Mrs. Marguerite J. Pettigrew 
C. O. Hollis, CLU 

Mrs. Agnes W. Jones 

Mrs. Jerrylyn G. W. Dent 





W. S. Hornsby, Jr. 
A. M. Carter 

Mrs. H. B. Hornsby 
C. R. Williams 

S. M. Jenkins 





be noted that nearly every speaker a 
the four-day convention paid tribute 
to the Marvins, who are now formally 
retired. 

Certainly one of the more interes- 
ing aspects of the convention was the 
unsuccessful attempt to pass a res- 
lution strongly favoring the Kennety 
administration’s effort to attach ai 
age medical care onto social security. 

Resolutions being their usual con- 
mendatory selves, the reading of mot 
of them passed along in the usua 
drowsy atmosphere—until the on 
praising the SS-medical care approach 
came along, and then the roof fell in 
Mr. Beavers immediately took the 
strongest possible exception to the 
resolution and demanded that it be 
struck from the list. Mr. Knight quick- 
ly seconded this motion. President- 
elect Jones, then presiding, ventured 
to defend the resolution by remarking 
that while most of the industry did 
indeed object to the Kennedy admit- 
istration’s plan, it was no threat a 
all to NIA companies. Furthermore, 
the plan would primarily be of value 
to aged Negroes. These arguments, 
however, did nothing to assuage Mr. 
Beavers’ disquietude and he was ready 
with more rebuttal. Mr. Jones the 
decided to put the resolution to a floo 

(CONTINUED ON PAGE 22) 


———— 


came the foundations for more reliable 
and scientifically operated old line 
legal reserve life insurance companies. 
Looking ahead, Mr. Houston said 
being a part of the gigantic American 
economy and moving in an era of auto- 
mation, electronics, volume _ control, 
and ever-increasing labor costs, the 
smaller NIA companies are becoming 
increasingly hard pressed to operate 
profitably. 

The future of Negro owned and 
managed life companies is bright un- 
der two conditions, Mr. Houston 
prophesized: The ability of companies 
to accelerate their growth and in- 
come from within, thereby making it 
possible to attract adequate manpower 
and to be able to reduce their operat- 
ing costs by introducing modernized 
systems and techniques; and the vol- 
untary pooling of resources by Negroes 
in order to form a larger centralized 
unit, thereby reducing duplications 
and costs, and placing the contralized 
unit in a better competitive position. 
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NIA Moves To L.A. In 
1962, Chicago In ’63 


One question that anyone attendilg 
conventions is bound to hear is th 
oft-repeated “Where are we goilé 
next year?” 

Delegates to this convention did nd 
have to wait too long before the W 
was passed around: Los Angeles i 
1962, Chicago in 1963, and Philade- 
phia a good bet for 1964. 





Sharing some conversation after a 
session are L. M. Argrett, vice-presi- 
dent and assistant agency director 
Afro-American Life of Jacksonville, 
and sergeant of arms of NIA, and 
Howard Morris, secretary Illinois Ser- 
vice Bureau. 
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dent Home Industrial of Philadelppj 


association generally had to hold jk 
conventions under such make-shif 
conditions as a college campus cou 
provide), but in the last 10 years 
has gone from strength to strength 
and this year nearly 500 delegat, 
and their wives registered amid th 
air-conditioned splendor of the She. 
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(CONTINUED FROM PAGE 1) 

ommittee meetings; General Agents 
ear when thy, Managers Conference board of di- 
s Angeles f@rectors; American Society of CLU 
hoard of directors; MDRT executive 
ommittee: 10 a.m., wives’ coffee and 
be even tyle show; 12:15 p.m., NALWU luncheon 
ned Ist vice sponsored by NALU women under- 
vere writers committee, addressed by Rich- 
ife of ChieMard L. Evans, member of the Council 
_ Sloan, Norffof Twelve of the Mormon Church and 
rham, N, @qirector of special services for radio 
r Jr., Provifstation KSL, Salt Lake City; 2 p.m., 
Philadelphigf NALU committee meetings; tea honor- 
Mickle, Chi ing Mrs. William E. North, wife of the 
al (medicalJNALU president; 7 p.m., Lester O. 
> 50 life com™ischriver appreciation dinner, honor- 
ated by NeMing the executive vice-president of 
1 partic NALU, who retires this year. 


ly years, th First National Council Session 


1 to hold it 
1 make-shis’ Tuesday, Sept. 26: 7:45 a.m., NALU- 
‘ampus cous GAMC executive committees, Califor- 
| 10 years if nia association, Colorado - association, 
to strengthfand “Over 40” breakfasts; 9 a.m., 
00 delegaty§ NALU national council; 10 a.m., bus 
ed amid tg tour for women guests to Air Force 
of the She.f Academy; American College trustees; 
MDRT executive committee; 12:15 p.m., 
Life Underwriter Training Council 
luncheon, addressed by H. L. Wilson 
Jr., president of Communications Inc., 
of Minneapolis; 2 p.m., NALU nation- 
al council. 

5:30 p.m., WLRT reception; 5:45, 
president’s membership dinner; 6:15, 
reception and dinner, American Col- 
lege trustees; 6:30, WLRT dinner, ad- 
dressed by President Charles R. Ty- 
son of Penn Mutual; LUTC dinner for 
executive secretaries; 8:30, agents for- 
um sponsored by agents committee, 
with panelists Rufus E. Fort Jr., vice- 
president National Life & Accident, 
Dean W. Jeffers, vice-president Na- 
tionwide, Sayre MacLeod, vice-pres- 
ident Prudential, and Robert E. Temp- 
lin, director of agencies Northwestern 
Mutual, and moderator Burkett W. 
Huey, managing director of LIAMA; 
GAMC delegate meeting; 9 p.m., 
NALU board of trustees. 

Wednesday, Sept. 27: 7 a.m., Amer- 
ican Society of CLU coffee; 7:30, 
American Society of CLU annual 
meeting and breakfast; 7:45, break- 
fasts of New York State, Michigan 
and Alabama associations, NALU past 
presidents and LUTC executive com- 
mittee; 9:15, NALU general convention 
session, with MDRT hour addressed by 
Ron Stever, Equitable Society, Los 
Angeles and American College Hour, 
addressed by Gaylord A. Freeman, 
president First National Bank of Chi- 
cago; 11:45, luncheon for women guests 
at Green Gables Country Club; 12:15, 
GAMC luncheon, addressed by Clyde 
A. Gay, executive vice-president John 
Hancock. 


Wild West Jamboree 


2 p.m., association workshop; GAMC 
management program, addressed by 
Robert B. Coolidge, vice-president 
Aetna Life, Executive Vice-president 
Lester O. Schriver of NALU and Judd 
C. Benson, manager Union Central 
Life, Cincinnati; 2:30, MDRT executive 
committee; 6:15, American College din- 
n ner and conferment exercises, ad- 
dressed by Chancellor Harry H. Ran- 
som of University of Texas; 9:15, Wild 
West Jamboree. 

Thursday, Sept. 28: 7:30 a.m., GAMC 
board of directors, Texas Trained 
Seals, state association officers and 
New Jersey association breakfasts; 9 
a4m., MDRT executive committee; 
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NALU general convention session, ad- 
dressed by Prof. Joseph Korbel of Un- 
versity of Denver, Prof. Walter O. 





WWALU Convention Timetable Is Given 


LIFE INSURANCE EDITION 


Roberts of University of Colorado and 
Mayor H. Roe Bartle of Kansas City; 
12:15, public service award luncheon, 
addressed by E. Palmer Hoyt, editor 
and publisher of the Denver Post; 
luncheon for women guests, addressed 
by Mr. Schriver; agency management 
and training committee luncheon. 

2 p.m., NALU national council elec- 
tion session; 6:15, company receptions 
and dinners; 10 p.m., NALU president’s 
reception and ball. 

Friday, Sept. 29: 9:45 am., NALU 
fellowship “brunch,” featuring presen- 
tation of the John Newton Russell 
memorial award and an address by 
Judge Zollie C. Steakley of the Texas 
supreme court; 1 p.m., NALU board of 
trustees, 


Insurance Stock Bid Prices 
Shown As Of Aug. 31 


(CONTINUED FROM PAGE 7) 
12/30/60 6/30/61 8/31/61 
St. Paul F. & M. ............. 61 71 8212 














Seaboard Surety ....... “ 39 42 38% 
GGT oo ccccsscscceecsscissncascace 55 66 83 
Security Life & Acc. .... 33 65% 85 
Security Life & Trust .. 41% 55 72 
Southland Life - 8 113 165 
Southwestern Life 53 92 118 
Springfield _............. 33 3656 412 
Standard Life, Ind. 491 68 
Transamerica _ ...........0.0. 26% 34 39 
Travelers oo... 93 122% 137% 
Trinity Universal . a 31 3412 38% 
Truck Underwriters. ...... 28 36 3642 
TIE acicsessasicevessssoesecsivesnees 32 54 6042 
+United Pacific Corp. .. 18 2842 30 
United Services Life ...... 40 97 126 
ae. Si  - Se 41% 57% 62% 
U. S. Fire ... 3042 3542 35 
U. S. Life ... 34 70 87 
Universal 28% 27% 33 











Variable Ann 8% 11% 15% 
Victory Life 0... 94 100 105 
Volunteer State Life .... 57 70 74 
Wash. National 36 57% 64 
West Coast Life 31 48 50 
Westchester Fire 3312 3834 37% 
Western Cas. ...... 3834 56 54% 
Wisconsin Natl. L 2842 36% 44 


*Owns Home Life, Pa. 
yOwns United Pacific Ins. 


Medical Mutual Rates Increase 


Medical Mutual of Cleveland, com- 
panion agency of Blue Cross, plans 
to increase its rates on surgical and: 
medical insurance plans before the 
end of the year, to affect contracts 
covering 500,000 persons in Cuyayoga, 
Lorain, Lake, Geauga, and Ashtabula 
counties. The hikes will range from 
15 to 75 cents a month. They will 
be the first increases since the plans e 
were offered in the 1940s. é 
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Manufacturers Life’s non-par whole life policy will give your 
client maximum permanent protection per premium dollar. 


It’s a particularly appealing contract for business men who 
are interested in protection at low annual outlay plus the 
additional security of cash and paid up values. It’s ideal 
estate protection for the older ages too—and remember 
Manufacturers Life writes through to age 80. 


For further information contact your nearest Manufacturers 
Life Branch Office. 


BRANCHES IN THE FOLLOWING CITIES: Baltimore ¢ Boise « Boston « Chicago 
Cincinnati e Cleveland e Columbus e« Denver e Detroit ¢ Flint ¢ Grand Rapids 
Hartford e Honolulu e Indianapolis « Los Angeles e Miami e Minneapolis « Newark 
Oklahoma City ¢ Philadelphia e Phoenix e Pittsburgh e Portland e Richmond 
Saginaw e SanDiego e Sanfrancisco ¢ Seattle »* Spokane e¢ Washington, D.C. 


THE 


MANUFACTURERS 
INSURANCE LIFE COMPANY 


HEAD OFFICE (Established 1887) TORONTO, CANADA 


Non-Par Whole Life 
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For five generations, Modern Woodmen has been a part of 
the American scene, symbolic of strength and solidarity —a 
strong, economic and social force in the nation. 
1883 upon the sound principles of native American thrift and 
foresight, it has been the bulwark of financial security for 
hundreds of thousands of families. Fulfilling its role as servant 
and friend to its members, it has moved steadily forward with 
America—increasing its resources — proving 
Touching the lives of 2 million people, carefully safeguarding 
funds for the future use of members and beneficiaries, it is 
stronger today than at any time in its history. This is Modern 
Woodmen — Hallmark of Stability, 
1 MODERN WOODMEN OF AMERICA, HOME 
OFFICE, ROCK ISLAND, ILLINOIS. 


WOODMEN 
Symbol 


Stability 


Founded in 


its integrity. 


Experience, Dependability 


Life Insurance 
for the entire 
family 
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HieNATIONAL UNDERWRITER 


Gullibility Of Twistee Is Major Problem 


(CONTINUED FROM PAGE 8) 
head and dictated, by him, to his sec- 
retary, and personally signed. 

If the answers from all of the presi- 
dents are in agreement that replace- 
ment is in the best interests of the 
policy-owner, then he is probably safe 
in going ahead. On the other hand, if 
the answers are in agreement that re- 
placement is not in his interests, then 
he has been duly warned. If the an- 
swers disagree, then there is always 


the insurance department, whose duty 
is the protection of the interests of the 
policy-owner. (We do not recommend 
burdening the insurance department 
with correspondence unless and until 
efforts within normal industry chan- 
nels have been exhausted.) 

Now, it is entirely possible that the 
policyholder has been so enchanted 
with the siren song of the interest de- 
duction he is going to get, or the prof- 
its that he is going to make on the out- 


side investments, that he is willing to 
turn over his accumulated cash values 
to the twister without troubling to 
write the letters as a suggested pre- 
cautionary measure in his interest. 


Agent Should Tell Company 


In that event, we recommend that 
our hero, the conscientious agent whose 
business is proposed to be surrendered 
or gutted by loans, write all of the 
known facts to the officer in his own 
home office charged with this respon- 
sibility. (In our company, it is the 
superintendent of agencies; in other 
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recent N/W National Home Office School. 
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William A. Archbold, Minneapolis, right, counsels Claude M. Conley, Charlottesville, Va., and Gerald H. Pooler, Denton, Texas at a 


At Northwestern National Life we believe that proper counseling of 
the new man represents a significant part in his development. At our 
Home Office School we assign two to three new men to each of our 
Management Trainees. They act as counselors to these men throughout 
the School, analyzing each man’s market, checking his progress, suggest- 
ing ways to improve his work habits and techniques. In this way, they 
learn to provide, when they later go into management, the continuing 
counsel which will be needed by both new and old men under their 
direction. We always have 12 to 18 men in our Management Training 


Program. 
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NORTHWESTERN NATIONAL LIFE INSURANCE COMPANY ¢ MINNEAPOLIS, MINNESOTA 
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companies it may be an agency depart. 
ment, underwriting department, acty. 
arial department or secretarial depart. 
ment officer.) We do not recommend 
that the agent write to the home officg 
of the replacing company, or to the in. 
surance department, at least at this 
stage of the proceedings. The agent's 
letter should contain all known facts 
and certainly the name, address ang 
date of birth of the policy-owner. 

I cannot speak for all other com. 
panies, but our procedure is to write 
to the officer of the replacing company, 
with whom we usually have (or there. 
upon establish) some contact. We state 
the name and date of birth of our 
policy-owner and ask (1) whether that 
company has issued insurance on him 
recently, and (2) if so, how “question 
11,” dealing with replacement of exist. 
ing insurance, was answered by the 
agent. If the reply indicates that in. 
surance has been issued by the com. 
pany, knowing that it was replacement 
or otherwise, I follow up with a letter 
to the effect that I am not inferring 
that any incomplete, inaccurate, or mis. 
leading information was involved jp 
the transaction, but that from ow 
standpoint we consider that it is al. 
most inevitable that the interests of the 
policyholder could have been better 
served through retaining or adjusting 
his previous insurance. 


Ready To Aid Insured 


Consequently, if it should develop 
that incomplete, inaccurate or mislead- 
ing information was in fact used in ef- 
fecting the replacement transaction, we 
will stand ready to supply the injured 
policyholder upon request with infor- 
mation as to what the results would 
have been under his Northwestern Mu- 
tual Life policy if continued, so that he 
may have an accurate basis for effect- 
ing a recovery from the agent or com- 
pany involved in the replacement. 

Through the use of this procedure 
we have been able to assist a growing 
list of disillusioned individuals in “un- 
winding” some twists and being placed 
back in status quo. Although our poli- 
cies do not contain any contractual 
provision for reinstatement following 
surrender, we apply the same provi- 
sions as are effective in event of lapse 
—evidence of insurability at no ex- 
pense to the company, repayment of 
cash values plus interest from date of 
surrender or the making or reinstate- 
ment of a loan. If misleading informa- 
tion has been the cause of the transac- 
tion, it is only reasonable that these 
costs be borne by the individual re- 
sponsible for such—in other words, the 
twister. 


Not Cured Yet 


I wish that I could state that the re- 
placement problem has been cured. It 
has not. However, where this proce- 
dure has been applied and transaction 
reversed, ‘as outlined, we have found 
that our problems with the agents in- 
volved almost always cease immediate- 
ly and that the incidents with that par- 
ticular company are markedly reduced 
thereafter. 

We believe that it is the job of our 


home office to assist our agents, to the 


best of our ability, and we believe 
by placing the responsibility for 
placements where in our opinion 
belongs—on those standing to prow 
from these transactions—we will go 
to clean up a situation potentially i 
jurious to an unsuspecting poli 
holder. 

The Otte A. Jeanes agency of Gen- 
eral American Life at Chicago, led all 
other agencies in the amount of indi- 
vidual life insurance sold during July. 
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(CONTINUED FROM PAGE 2) 





However, this implies that the nomi- 
nating committee has better judgment 
than the membership at large. This I 
pelieve to be a fallacy. If such a proce- 
dure were adopted, the nominating 
committee, in one sense, would be the 
ruling body of the association, since 
its judgments would be, for all practi- 
cal purposes, final, and the so-called 
yoters would automatically approve 
whatever officers and trustees were 
selected by the committee. 


Sees Benevolent Dictatorship 


We would then be operating as a 
penevolent dictatorship, rather than as 
a democracy, and would be subject to 
all the dangers of that system. As long 
as the dictators are truly benevolent, 
werything operates smoothly; other- 
yise a revolution is usually required 
io upset the dictators. We might reach 
; situation where the contest for elec- 
tion to the nominating committee be- 
ame the paramount issue at conven- 
ions, and we would be in the same 
situation that exists today. As you 
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Fluegelman Opposes No-Contest Procedure 


know, the election of the nominating 
committee is not normally controver- 
sial, because the national council mem- 
bers feel that the nominating com- 
mittee merely selects desirable can- 
didates and leaves it to the member- 
ship to make the final choice. 

I do not believe that NALU can 
properly be compared with other or- 
ganizations in our business, such as 
American Society of CLU and the 
Million Dollar Round Table, because 
in the main these organizations do not 
concern themselves with legislative 
matters that could have a tremendous 
influence on the members. Consequent- 
ly it is proper for the American Society, 
the MDRT and others to have ruling 
bodies of capable men who will look 
out for the interests of the members on 
non-controversial issues, and who will 
automatically be elected when nomi- 
nated. 

Could Be Improved 

There could be improvements in the 
present NALU election procedure. I 
will concede that in some instances an 
individual may be elected on the basis 














American Casualty's new TOP 
Family Protector Policy is a pro- 
gram that insures against Acciden- 
tal Death — on a family basis. One 
policy and one premium do the job 
— insure mother, father and, chil- 
dren between the ages of | month 
and 18 years. Principal sum for the 
father ranges from $10,000 to 
$100,000 and covers BOTH Acci- 
dental Death and Dismemberment. 
Insurance on mother and children is 
Accidental Death only, in modified 
limits. As an example, if the father 
has $25,000 principal sum, the 
mother's limits would be $5,000, 
with $1250 on each child. 


For complete details and rates, 
write to the Health Insurance 
Department, American Casualty 
Company, Reading, Pa. 
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NEW -- from American Casualty -- a high limit 
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of whether his campaign manager 
serves better liquor than his competi- 
tor. However, in the main, the election 
procedure allows the voters to meet 
the candidates personally and deter- 
mine for themselves who they believe 
will serve the best interests of the as- 
sociation. The important improvement 
would be to have the customary sec- 
onding speeches made at the time of 
nomination, usually two days before 
the election, rather than at the election 
session, when most voters have al- 
ready made up their minds. 

I am not yet ready to have the future 
of our association depend upon the 
oligarchy of a nominating committee, 
which I fear might well become self- 
perpetuating. The democratic process, 
for all its faults, still gives the cppor- 
tunity for a voter to make an intelli- 
gent choice based upon the evidence 
presented. In the main, it will produce 
our best qualified trustees and officers. 


College Life’s In-Force Up 14% 

College Life’s insurance in force at 
midyear was $256,500,000 up 14.1%. 
New business was $31,188,200, off 
slightly. 
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Irwin Frank, manager at Chicago for 
Home Life of New York, hands to Mrs. 
Edith Cameron a check for $1,896, the 
proceeds of a long-forgotten policy 
taken out by her husband in 1903. Mr. 
Cameron died in 1947. The company 
began a six-month search for the fam- 
ily after a periodic check of unclaimed 
proceeds turned up the policy. The fact 
that Mrs. Cameron had kept her home 
telephone :listed under her husband’s 
name was a clue in locating her. 





United Fidelity Life of Dallas has 
been licensed in Arizona. 


“EXCELLENT MOVE DAVIS!” 
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“Smart of you to choose Life & Casualty of Tennessee 


for that reinsurance connection, Davis.”’ 


“Thank you, sir. But since L & C has no restric- 


tions on recapture, low rates, and less than 24 hours ser- 


vice in the entire southeast,* there was really no choice.”’ 


Vas 


Jim Rundle, 
Vice-President, 
Reinsurance Division 














Counsel and Technical Assistance offered new companies. 
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Editorial Comment 


Lively, Interesting Forum Coming Up 


The agents committee of NALU has 
again picked a lively topic and an able 
and knowledgeable set of panelists for 
its agents forum to be put on at the 
annual convention in Denver. The 
topic is “What’s Happening in the 
Market-Place?” Panelists are four 
agency executives of companies ex- 
emplifying distinctly different methods 
of marketing life insurance. The mod- 
erator is LIAMA’s managing director, 
who is certainly in a position to know 
what questions to ask to promote a 
lively discussion and bring out the dif- 
ferent aspects of each company’s op- 
erations. 

We hope that a definite effort is 
made to point up the differences in 
the ways that life companies operate. 
Sometimes speeches and discussions 
make it appear that many men in the 
business who should know better 
think that the life insurance business 
is or should be far more homogeneous 
in its operations pattern than there is 
any chance of its being. When an un- 
familiar or little-used type of mar- 
keting begins to gain a measure of 
prominence, the traditionalists view 
the development with all the alarm of 
a devout father seeing his son espouse 
atheism. Of course, there are also the 
extremists who go the opposite way: 
They feel that the new marketing 
method is the greatest thing since 
power steering. They are sure it is 
going to drive every other marketing 
method into the discard. 

The fact is that the more intense 
and intelligent competition for busi- 
ness has led to a wide variety of mar- 
keting methods, all having a good 
chance to succeed if ed to the 
markets they are suitable for. There 
is quite a striking similarity between 
what is going on in the life insurance 
business and what the:automobile in- 
dustry is facing. Attér years of trying 
to design cars for the broadest appeal 
to the mass market, the auto makers 
have been forced to the conclusion 
that it takes a lot of different types of 
automobiles to appeal to the widely 
varied markets we have today. Soon 
we shall have American-built cars 


ranging in size from the Volkswagen 
category to the largest mass-produced 
passenger cars in the world, and in 
almost every graduation in between. 

Life insurance also has been moving 
away from trying to make a few cat- 
egories—ordinary life, limited pay, en- 
dowment and term—cover all exist- 
ing situations, whether they were 
really what was indicated or not. Now 
we have a wide variety of policies and 
a wide variety of marketing methods. 

The NALU agents forum can do a 
real service if it brings out not merely 
the differences in marketing methods 
and philosophies but also the factors 
in a particular company’s situation 
that make a certain method appro- 
priate—but which might make the 
same method well-nigh disastrous to 
some other company that might try to 
follow the same course. 

Such an exposition as this might 
also make for greater tolerance for the 
other fellow’s marketing method. It 
can be seen as something that has a 
logical place but still a place suffi- 
ciently limited so that the new plan 
is not going to sweep the country and 
drive out the old, traditional and hal- 
lowed methods. 

The forum topic is so good and the 
panelists and moderator are so well 
chosen that we hope every effort will 
be made to keep the session on a give- 
and-take basis and not let it be dulled 
by too much time being given to the 
usual short, set speech that each panel- 
ist gives. Too often these talks take 
too much time and anyway a succes- 
sion of set speeches, however brief, is 
not what a forum or a panel discussion 
is supposed to be. Every effort should 
be made to prevent panelists from 
“talking past each other’ rather than 
engaging in the kind of interesting 
conversation that they would be hav- 
ing if they were sitting around in a 
small group. The moderator can do a 
lot to keep thé panelists in the con- 
versational groove but there’s a limit 
to what he can do. It takes deliberate 
and planned cooperation on the part 
of all concerned. In fact, we’d like to 
see sometime an agents forum panel 


eschew even the briefest of set spee- 
ches and start right out with ques- 
tions by the moderator, followed by 
answers from a panelist, then com- 
ments by other panelists and further 
questions from them as well as the 
moderator. In this way a panel dis- 
cussion could become as _ interesting 
and lively as the gab-fest the panelists 
had when they were sitting around 
talking about what they were going to 
talk about. 

Questions from the floor can of 
course be worked into such a setup, 
and more naturally than when a speci- 
fied time is allocated to such questions. 
Probably the best system is to have 
the questions written out, otherwise 
there is a good chance that the ques- 
tions that are asked won’t be the most 
interesting but will be those of the 
most talkative members of the audi- 
ence. Written questions also forestall 
the ever-present danger that a windy 
individual in the audience will not ap- 
preciate the difference between a 
question and a speech. 

But perhaps the most important thing 
about questions from the floor is that 
they should never be depended upon 
for either numbers or quality. They 
may be inane, loaded, impossible to 
answer sensibly or just not forth- 
coming in enough numbers to keep a 
question period going acceptably. 
Sometimes it seems as if the panelists 
have such a profound grasp of their 
subject that members of the audience 
fear to make fools of themselves by 
asking naive questions. Sometimes it 
is getting close to lunch-time and 
nobody wants to prolong the proceed- 
ings more than necessary. But what- 
ever the reasons, a panel discussion 
that depends in any substantial meas- 
ure on questions from the floor is ask- 
ing for a sharp slump in audience 
interest. 

But these are all minor points, easily 
taken care of by advance planning. 
The Denver forum should prove to be 
one of the liveliest and most informa- 
tive that the NALU agents committee 
has ever staged—and it has staged 
some good ones.—R.B.M. 





Indiana Home Office Underwriters 
Assn. resumes activities Sept. 13 at 
Indianapolis with the showing of a 
film entitled “Principles of Respira- 
tory Mechanics.” Dr. Arthur W. Jay, 
medical director College Life and 
State Life, will discuss the film. 
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Deaths 


HARRY A. WOOD, 78, former as. 
sistant comptroller of Northwester 
Mutual Life, died in St. Petersburg 
Fla., after a long illness. He joineg 


‘the company’s secretarial department 


in 1901, was named an auditor in the 
home office in 1932 and assistant comp. 
troller in 1947. He retired in 1952. 


ROBERT GOLDBERG, 65, former 
state manager of Maccabees at Seattle 
died there of a heart attack. 


PHILIP H. MUNRO, 61, exccutive 
manager of Associated Life of Chicago, 
died during an operation. He began ip 
the insurance business in 1937 with 
Associated Hospital Service of Illinois 
and from point of service was the old. 
est employe of the present company— 
Associated Life. He specialized in ip. 
dividual and group hospitalization. 


HERMAN LUDWIG, 59, former man. 
ager of Metropolitan Life at Newark 
died at his home in Elberon, N. J. 


Stocks 


By. H. W. Cornelius of Bacon, Whipple & (Co, 
135 S. LaSalle Street, Chicago, Sept. 5, 1961 








Bid Asked 
Aetna Life 129% 132 
American General . ........cccccseeeee 72% 










Beneficial Standard  ..........:c00 40 
usiness Men’s Assurance ............ 821 
Cal.-Western States .......ccccee 9212 
Commonwealth Life  ............ 49 
Connecticut General .............0+ 265 
Continental Assurance ...............+ 192 
WPRATEIEEA: TAGO osssecesccsescsiccsesccesconceese 125 
Great Southern Life ............::000 116 


Gulf Life 36% 
Jefferson Standard 
Liberty National Life 
Life & Casualty 
Life of Virginia 














Lincoln National Life ...............06 144 
National L. & A. wncccccccsesesseeeeeeees 189 
North American, Il]. «0... 25% 
Ohio State Life 20.0... eens 50 
Ce Te TG oi ac icskckseesscnssscesianisysecs 75 
Old Republic Life ... 26 
Republic National Li 772 
Southland Life ..... 167 
Southwestern Life ...... 118 
Travelers 138 
United, Il 60 
U. S. Life 87 
Washington National ...............+ 64 
Wisconsin National Life 43 





Life Insurers Conference 


Takes Larger Quarters 

The headquarters of Life Insurance 
Conference will be moved on Oct. 1 to 
the Tyler Building, 1004 North Thomp- 
son Street, Richmond, Va. 

The new quarters will provide more 
cffice space and wil include a library 
and conference room. 


Registers Stock Exchange Offering 
Funded Security Corp. has filed a 
registration statement with SEC for 
520,855 class A shares ($2 par value) 
covering the proposed acquisition of 
Pilgrim National Life of Chicago and 
International Life of San Juan. 

Under terms of the offering, holders 
of Pilgrim National would receive 1.15 
shares of Funded Security Corp. for! 
share of Pilgrim. International stock- 
holders would receive 0.13 Funded Se- 
curity shares for 1 share of Interna- 
tional. 

Funded Security Corp. owns and 0p- 
erates Funded Security Life. 


United Bankers Life of Dallas has 
designated September as_ presidents 
month and will attempt to set com- 
pany sales records in premium, vol- 
ume and applications. 
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Am. Mutual Life, 
Local Bank Share 
A Computer System 


Joining forces on the rental of data 
processing equipment has brought a 
high-speed, tape computer system 
within the reach of a neighboring bank 
and insurance company three to four 
years sooner than either could have 
justified it alone. 

By taking advantage of the fact that 
their buildings in Des Moines adjoin 
and their needs for computer time 
dovetail perfectly, Bankers Trust Co. 
and American Mutual Life are pi- 
oneering a unique concept which of- 
fers far-reaching potential to small 
and medium-sized firms. 

An IBM 1401/1412 system will be 
installed at the insurance company 
which will use it during the day to 
process its entire policy file and 
handle a wide range of applications 
derived from it. Then, at 5 p.m., bank 
personnel will take over the equipment 
and process demand deposit account- 
ing and other jobs which are the re- 
sult of the day’s business just ended. 

This is believed to be the first time 
that two companies in different in- 
dustries will lease a computer coop- 
eatively. The rental will be split be- 
tween them on a time-used basis. It 
is expected that American Mutual 
will require the most time due to the 
volume of records it must process— 
pased on 120,000 life insurance poli- 
cies. Bankers Trust will pay the entire 
rental for the IBM 1412 reader-sorter, 
which the insurance company will not 
need. 

The installation, which will be op- 
erational by early 1963, will include a 
1401 processing unit; a 1402 card unit 
which reads 800 cards a minute and 
punches 250; a 1403 printer, which 
operates at up to 600 lines a minute; 
four 7330 tape units, each with a speed 
of 20,000 characters a second, and the 
1412 reader sorter which can process 
950 magnetic ink documents per min- 
ute. 

Harry S. McConachie, president 
American Mutual, declared, ‘When 
you consider the conditions that exist 
at both companies relative to size, 
growth and need for high-speed data 
processing, the venture is a logical 
step.” 


National Of Vt. Did Not 
Drop 5th Dividend Option 


National Life of Vermont says its 
new dividend term option practice is 
not an elimination of its fifth dividend 
option as reported in THE NATIONAL 
UNDERWRITER of Sept. 2. The new prac- 
tice, which went into effect on Sept. 1, 
replaces the former non-convertible 
dividend term option by a convertible 
one-year term option for new issues. 
Increased term rates will apply to this 
new convertible option. 

The replacement of the old non-con- 
vertible option by the new option with 
its increased term rates is expected to 
be helpful in reducing the proportion 
of new business written on a financed 
imsurance basis. 

Actuary Norman L. Campbell said 
the company believes that this con- 
vertible privilege is offered contractu- 
ally by few if any other companies. 


Veterinaries Read About 


Life Insurance Advantages 

_ Readers of the specialized trade 
Journal, “Veterinary Economics,” have 
been treated to articles on the invest- 
ment and protection features of life 
insurance, written by Holgar J. John- 
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son, president of the Institute of Life 
Insurance, and Raymond H. Belknap, 


‘president of United States Life. The 


articles were part of a special invest- 
ment issue in which Keith Funston, 
president of the New York Stock Ex- 
change, and O. G. Powell, president 
of the National Association of Real 
Estate Boards also participated. 

Mr. Johnson told veterinaries that 
life insurance makes broad guaran- 
tees of family income, giving the 
peace of mind about basic needs which 
leaves people free to move into any 
kind of investment program they may 
wish. “And they do move extensively 
into the investment market, as all sur- 
veys show,” he wrote. 

Mr. Belknap went into the “invest- 
ment concept” of life insurance. He 
pointed out that in order to produce 
$100 per month of retirement income, 
assuming 3% interest after taxes and 
expenses, $40,000 must be accumu- 
lated by age 65. Starting at age 35, 
this amounts to $816 per year. But the 
same $100 a month can be bought 
with a retirement income policy for 
$390 per year, requiring an accumula- 
tion of only $16,000, Mr. Belknap 
stated. 


Linton Tells Of Great 
Demand For Actuaries 


The life insurance industry can use 
twice as many fully qualified actuaries 
as are now available, according to 
M. Albert Linton, former chairman of 
Provident Mutual and former presi- 
dent of Society of Actuaries. 

Mr. Linton, writing one of a series of 
articles on career possibilities, current- 
ly used in a national advertising cam- 
paign of New York Life, says that 
1,140 fellows of the Society of Act- 
uaries are in enormous and increasing 
demand by 1,500 life companies, col- 
leges, the government, fire and cas- 
ualty companies and private industry. 

Actuaries are rare individuals— 
unique combinations of mathematicians 
and business men,” he states. “With 
their knowledge of mathematics, they 
analyze past events and determine 
from them what is likely to occur in 
the future. You can call it applying 
the mathematical formula of probabil- 
ity to human experiences.” 


Many Roles Played 


In addition to being mathematicians, 
Mr. Linton writes, actuaries must be 
“part lawyers, part doctors, part finan- 
ciers, part accountants, part public 
relations men and part merchandisers. 
They are even part electronic engi- 
neers.” 

Mr. Linton says the work is fascin- 
ating because “you deal with the big- 
gest, most meaningful occurrences in 
the lives of millions of people—their 
births, education, accidents, sickness, 
marriages, children, retirement and, in 
the end, their deaths.” 

The Linton article is the 48th in the 
series of advertisements. The only 
other article on insurance was written 
by Clarence J. Myers, chairman of 
New York Life. 


Gov. Lawrence Expected To 
Sign Credit Coverage Bill 


Gov. Lawrence of Pennsylvania is 
expected to sign the credit life and 
health insurance measure which was 
passed by the recently adjourned legis- 
lature. The bill, which would place 
credit insurance under the jurisdiction 
of the department, has had the active 
backing of Commissioner Smith who 
has said that the absence of controls 
over this type of coverage is one of the 
gaps in state protection of the public. 


Mutual Benefit Life 
Holds Supervisors Meet 


Developing career agents was the 
theme of the nine-day supervisors con- 
ference of Mutual Benefit Life at 
Chicago. The program included a series 
of panel and round-table discussions 
on recruiting, selection, training, su- 
pervision, planning and money man- 
agement. 

Charles H. Reach, supervisor at 
Newark, and William Gaines, super- 
visor at Los Angeles, demonstrated 
recruiting interview techniques. 

Round table moderators on recruit- 
ing and selection, and training and 
supervision included members of the 
home office staff and Stanley L. Auer- 
bach, Schmerge agency, New York 
City, and Leon Nanus, Huber .agency, 
New York City. 

Guest speakers were general agents 
Kenneth R. Bentley, Danville, II1., 
Gerald F. Griffin, Elgin, Il., Stuart A. 
Monroe, Chicago, Paul Quillin, Mil- 
waukee, and John O. Wilson, Chicago, 
who discussed various areas of agency 
management. 

Conducting the conference was H. 
Douglas Palmer, 2nd _ vice-president, 
assisted by Thomas J. Munn, assistant 
director of agencies, and William F. 
McMurry, director of training. 
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Suggests Steps To 
Better Public Image 


Tom C. Ferguson, chairman Texas 
Board of Insurance, commented in a 
speech recently that though the pub- 
lic entrusts large amounts of money 
to the business in premiums, the pub- 
lic image of companies is still unfavor- 
able. He suggested these steps: 

—Keep insured informed of their . 
exact coverage. . 

—Work for greater cooperation be- 
tween insurer and insured. 

—Give prompt attention to claims, 
and use claims work to “make 
friends.” 

—In advertising, describe how com- 
anies serve public interest by guar- 
anteeing ability to meet loss and by 
contributing through investment to 
the nation’s growth and economic sta- 
bility. 

—Act more severely to rid the in- 
dustry of undesirable elements and 
practices. 


Standard Reports On Group Life 
Standard of Oregon reports group 
life insurance in force went over a 
half a billion dollars during August. 
The figure represents all group insur- 
ance in force in the nine western 
states in which Standard operates. 





INCREASE 


WITH 


ALL-LINES 
SELLING 


Monarch men now have 
the facilities—and the ne- 
cessary training—to provide 


NEW 
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NSURANCE FIELB! 
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complete insurance protection for 
both personal and business accounts. 
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Monarch’s quality all-lines facilities—Non-cancellable Health 
and Accident, Life, Group, Property and Casualty— increase 
sales opportunities. And Monarch’s 
all-lines training increases sales 
effectiveness. 


For Monarch’s 

NEW OPPORTUNITY 
brochure, 

write Dept. NU-3 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


A member of @) Springfield-Monarch Insurance Companies 
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NIA Draws 500 To Washington Annual 


(CONTINUED FROM PAGE 16) 


vote—and it lost by the fantastically 
close margin of four votes. 

Lester O. Schriver, executive vice- 
president National Assn. of Life Un- 
derwriters, whose appearance in that 
position before the group’ also 
amounted to a swan song, was warm- 
ly greeted by the delegates at the 
awards luncheon. Mr. Schriver’s suc- 
cessor, James A. Byrd, assistant ev 
ecutive vice-president NALU, who as- 
sumes the post at NALU’s forthcom- 
ing Denver convention, was also on 
hand as a panelist in an afternoon 
session. 

Mr. Schriver declared that life in- 
surance companies are more than 
competitors; they are collectively en- 
gaged in providing security for the 
American public. What one company 
develops, helps, eventually, all com- 
panies and thus the industry itself. 

Andrew Mellon once told him that 
every man’s first investment should be 
life insurance, Mr. Schriver said. Such 


an investment will never make any- 
one rich, but it will keep him from 
becoming poor. It matures even if the 
individual himself doesn’t. 

T. P. Harris, chairman Chicago Met- 
ropolitan, and also chairman of NIA, 
reported on the closing year, which he 
termed “rare and hectic” and a test- 
ing of the very roots of the associa- 
tion. 

Convention Cancelled 

First of all, Mr. Harris noted, last 
year’s convention at Miami’s Di Lido 
Hotel was cancelled by the hotel man- 
agement at the last minute. The as- 
sociation then had to completely re- 
organize a new convention at Detroit. 

Next, Mr. Harris noted, W. L. Cle- 
ment, North Carolina Mutual, resigned 
as NIA’s secretary because of in- 
creased responsibilities at North Carol- 
ina. H. H. Southall, Southern Aid Life 
of Richmond, replaced Mr. Clement. 

The Domestic Life & Accident sit- 
uation then reared its ugly head. The 
NIA’s problem in this case was to de- 
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Rates—$25 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 
40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 
175 W. Jackson Blvd. Individuals placing “Situation Wanted” ads are requested to make 
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payment in advance. 
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ORDINARY LIFE INSURANCE AGENCY 
MANAGER IN NEW HAVEN 


Established life insurance company seeks manager for New Haven office. 
This position offers unlimited opportunity to advance to higher echelons 
of agency management in a rapidly expanding operation. 


Position requires college graduate, preferably C.L.U., with the proven 
ability to recruit and train. Experience at the assistant managerial or 
managerial level desirable. Compensation program commensurate with 
qualifications. In reply please give complete resume including previous 
work experience, references and current earnings. Our employees know 
of this advertisement. Please write to A-83, National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 














cide what position it should take in 
the dispute, since it actually was not 
involved except to the extent that one 
of its member companies was being 
lost to outside interests. His own file 
on this matter, Mr. Harris said, con- 
tains more than 100 pages of cor- 
respondence. Fortunately, the situa- 
tion was resolved when a NIA mem- 
ber company, Supreme Life, was able 
to purchase Domestic L.&A. 

Washington being the city of states- 
men it is, it was only natural that a 
number of them joined the conven- 
tion in every capacity from greeter to 
speaker. Robert C. Weaver, adminis- 
trator U.S. housing and home financ- 
ing agency, spoke at the fellowship 
luncheon; Eugene F. Foley, deputy as- 
sistant secretary for domestic affairs, 
Department of Commerce, spoke at 
the banquet, and members of the De- 
partments of Labor and Agriculture 
were members of a panel. 


Cottle Presents Gavel 


J. Virgil Cottle Jr., vice-president 
Republic National Life, made that 
company’s traditional gift of a gavel to 
the retiring president at the banquet. 

Other delightful features of the con- 
vention included a sumptuous cock- 
tail party given by Hooper-Holmes 
Bureau, and a convention dance which 
gave every indication of lasting all 
night. 





TOP TALENT AVAILABLE 


Position wanted as Company President with 
control to build, create, recruit, set-up. Can 
do it all from Zero. Highly successful today! 
Must have contractual tenure and equity. 
Best reason for leaving present top spot. 
Write A-79, National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Illinois. 
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John Hancock Policy 
Offers Both Education 
And ‘Dowry’ Benefits 


John Hancock has introduced a new 
plan designed to provide funds for eq. 
ucation or marriage, or both, while at 
the same time permitting a parent to 
cover a child in prior years with gq 
regular ordinary life policy. 

Called the “Start-in-Life” plan, the 
policy is available in most states ang 
has a minimum face amount of $1,000, 
Though one of its primary purposes js 
to provide an educational fund, policy 
proceeds may be used for any purpose, 
Benefit payments are made in eight 
semi-annual installments comprising 
one-eighth of the policy’s face amount 
and begin six months after the policy 
anniversary nearest the insured’s 17th 
birthday and continuing until age 21, 
However, the installments may be left 
with the company to accumulate unti] 
the policy matures at age 21. 

The marriage benefit, a modem 
adaptation of the old dowry custom, 
is included when the policy is written 
on a child before age 6 and provides 
for payment of the full face amount 
if the insured marries between ag 
18 and 21. In such cases, no further 
premiums are due. A policy purchased 
on a child from age 6 to 14 will provide 
education fund installments without 
the marriage benefit. 

As an example of an insured re- 
ceiving both benefits, a parent insured 
his daughter on her fourth birthday, 
thus providing her with the usual life 
insurance coverage. In addition, in- 
stallment benefit payments begin 
when she reaches age 174. If she mar- 
ries at age 19, all remaining install- 
ments are paid in a lump sum and no 
further premiums are required. 





over $2 Billion of life 


a $2 BILLION COMPANY 483° 


We are proud of the fact 
that we are now providing 





WANTED 


Guaranteed renewable hospitalization plan (hospital-surgical, medical—surgical to 
age 100) and life contracts on a state-wide basis for Florida and/or adjoining states. 
Want no financing or salaries, strictly on vested commissions. Have 100 agents 
ready for production. Will entertain new company coming into state or one already 
licensed. Write P.O. Box 44-603, Miami, Florida. 


insurance protection for 
our policyowners and their 
beneficiaries. This is an 
increase of over $325 
million during 1960 and 
means that thousands of 
new policyowners have 
selected Liberty National 
as their life insurance 
company. We appreciate 
their confidence in us and 
pledge our best efforts to 
continue to deserve it. 








Penna. Life Insurance Co. 


FOR SALE 


Ideal for Mutual Fund Mgt. companies 
seeking ways of selling variable annuities; 
or a Life Insurance company seeking admis- 
sion to Pennsylvania. Also ideal for a Fire & 
Cas. company wishing to acquire a Life 
Company. 

100% STOCK OF THIS COMPANY CAN BE 
BOUGHT FOR $50,000 ABOVE NET ASSET 
VALUE. (Present Mgt. can be retained.) 

WRITE TO: Advertising Agency 
1038 Western Saving Fund Bldg. - Phila. 7, Pa. 


STATE MANAGER 
FOR OHIO 


A three year old stock company with a 
strong financial base and an excellent sales 
and profit beginning has just been admitted 
| to Ohio. 


We propose to build a sales force of 
one (1) State Manager, 10 to 12 General 
Agents, and 40 to 50 Writing Agents. 


We will use as a base a substantial num- 
ber of Stockholders as centers of influence. 





LIBERTY NATIONAL LIFE INSURANCE CO. 


Frank P. Samford, Jr., President HOME OFFICE: Birmingham, Ala. 








MR. CHAIRMAN OF THE BOARD 
Executive with exceptional sales and adminis- 
trative background as: 

Vice-President—Sales 

Supt. of Agencies 

General Agent—Agent 
Now ready to consider opportunity as Top-Exe- 
cutive Officer for Company desiring rapid 
growth. Write A-82, National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Illinois. 


Our approach has been successful in 
other states. If you think you can qualify 
for any of the above positions, submit re- 
sum to A-72, National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 
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Founded in 





@RGANIZED in 1880, 
Iowa StaTE TRAv- 
ELERS is the oldest 
organization of its kind in the 
world. Reputable, strong and 
experienced, it offers to the 
white-collar worker a modern 
accident insurance coverage 
tempered with old fashioned 
friendliness and consideration 
...and at a cost consistent with 
the most modest budget. 


MUTUAL ASSOCIATION 
DutTTon STAHL, President 
DES MOINES 











FORMERLY IOWA STATE TRAVELING 
MENS ASSOCIATION 











ACTUARIES . 




















Alvin Borchardt & Company 
CONSULTING ACTUARIES 
= AND = 
INSURANCE ACCOUNTANTS 
Detroit Atlanta 








BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND DALLAS MIAMI 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
Insurance—Pensions 


2801 North Meridian St. 5002 Dodge St. 
Indianapolis 8, Ind. Omaha 32, Neb. 








E. P. HIGGINS & COMPANY 
Consulting Actuaries 
Auditors and Accountants 
Pension Consultants 
Bourse Building Philadelphia 6, Pa. 








W. MURDOCH STEWART, F.S.A. 
CONSULTING ACTUARY 
INSURANCE - PENSIONS 

201 North Wells Street 
Chicago 6, Illinois 
Telephone: CEntral 6-4558 








HARRY S. TRESSEL & ASSOCIATES 
Consulting Actuaries 


10 South La Salle Street 
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discuss “Public Relations in Action.” 
Benjamin S. Schwartz, Cincinnati 
common pleas court judge, will speak 
on “Our Possessions—Your Failure or 
Success” at the youth counselors sec- 
tion gathering. Fred O. Kiel, vice- 
president Federal Reserve Bank of 
Cleveland, will address the investment 
section on business conditions as af- 
fected by Federal Reserve Board poli- 
cies, and Frank J. Lausche, U. S. sen- 
ator from Ohio, will be the banquet 
speaker. 

The presidents section meeting will 
include a panel discussion on “Housing 
the Elderly and What You Can Do 
About It Now.” The law section will 
have three speakers: Frank H. Lee, 
general counsel Woman’s Benefit Assn., 
Port Huron, Mich., “Problems of the 
General Counsel;” Robert W. Biccum, 
general attorney Retail Credit Co., At- 
lanta, “So, You Have Been Sued,” and 
Jay O. Hollis, national director Wood- 
men of the World Life, Carthage, Miss., 
“Problems of the Trial Attorney.” 


Cochran Will Speak 


At the medical section session, Dr. 
Harry A. Cochran Jr., medical director 
Lincoln National Life, will speak on 
“Diabetes as an Impairment for Life 
Insurance,” and Dr. Milton H. Clifford, 
2nd vice-president Union Central Life, 
will talk on “Cancer and Under- 
writing.” 

The actuaries section meeting will 
include a panel debate on “Fieldwork- 
ers’ Compensation” and an open dis- 
cussion on “Changing Fraternal In- 
surance.” The panel will consider 
scale of commissions, financing pro- 
grams, use of full time fieldworkers 
and the position of the lodge secretary. 
The discussion group will consider de- 
velopments in the last 25 years and 
anticipated changes in the next 10 
years. 

On the panel the following view- 
points will be represented: Manage- 
ment—Henry F. Scheig, Aid Assn. for 
Lutherans, and Robert H. Taylor, con- 





All American L.&C. Has 
Good All Around Gains 


All American L.&C. in its semi- 
annual report showed gains in all 
phases of production and operations. 
A&S premium income for the first six 
months rose to $2,845,885 compared 
to $2,358,786. New annualized A&S 
premiums amounted to $1,220,113 com- 
pared with $1,077,524. Life insurance in 
force increased from $170,301,305 to 
$227,584,754. Life premiums were up 
34.6% from $1,834,067. Net investment 
income was 22.3% greater for the first 
half of 1960 and assets increased 22.5% 
to a total of $16,404,819. 


Cedar Rapids CLUs Elect 


John B. Walters, general agent of 
National Life of Vermont, has been 
elected president of the Cedar Rapids 
CLU chapter, succeeding John H. 
Stuhr, a National Life of Vermont 
agent there. 

Raymond T. Ashlock, Connecticut 
General was elected vice-president 
and John O. Naber, American Mutual 
Life, was named secretary-treasurer. 


American Life of Dallas had more 
than $500 million of insurance in 
force at the end of August, a gain in 
excess of $70 million for the eight- 
month period. 


Agenda Is Announced For NFC Annual 


sulting actuary; fieldworker—Daniel 
D. Macken Jr., Woodmen of the World 
Life; member—C. H. Fischer, Univer- 
sity of Michigan, and R. F. Flott, con- 
sulting actuary; actuary—Samuel Eck- 
er, Independent Order of Foresters, 
and Reuben I. Jacobson, Lutheran 
Brotherhood. 

Taking part in the open discussion 
will be Ingolf Lee, Lutheran Brother- 
hood; Frank E. Gerry, consulting ac- 
tuary, and Franklin C. Stauffer, Mod- 
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ern Woodmen. 

The field managers section will in- 
clude a panel on “The Importance of 
the Basic and Advanced Course.” Par- 
ticipants and their topics will be John 
W. Dressler, field superintendent 
Gleaner Life, “The Basic Course Is the 
Stepping Stone to Success;” Edward 
A. Merten, assistant vice-president 
and superintendent of agents, Aid 
Assn. for Lutherans, “Meeting Com- 
petition Through Better Training;’” . 
James F. Love, editor R. & R. Service, 
chairman, “How Important Is the Field 
Representative to Our Society?” 
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REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 


Regional Offices 


230 North Michigan Ave., Chicago 1, lil. 
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174 Whitney Avenue 


COULD IT BE TRUE? 


A Connecticut Life Insurance Company offering up to 103% 
first year commission—it sure is! We also pay another 45% 
in renewals over the next six years. If you want more infor- 
mation on how to step up to your own Agency, contact—David 
G. Hunting, C.L.U., President. 


SECURITY-CONNECTICUT LIFE INSURANCE COMPANY 


e New Haven 5, Conn. 














A BIG DECISION 
ON A CRISP But a decision a Kansas City Life 


Keyman has an opportunity to 


SUN N Y DAY make. For his time is his own and 


if the lure of the fairways beckons 






too strongly he has 24 hours each 
\ cil _“9 day tocounsel with people on their 


insurance needs and play golf. 





The exhilaration of independence, 


the knowledge that you can go as 


high or as far as you want-the 


ES Mpg ew 


awareness that the brains, the ex- 


perience and the training facilities 








of this 66 year old life insurance 
company are backing you up - all 


this is the life of a Kansas City 


ie 


Life Keyman. 





KANSAS CITY LIFE 


INSURANCE COMPANY 


Home Office / Broadway at Armour / Kansas City, Missouri 
Represented in 41 States and the District of Columbia 
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